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Sparks|orces Massed for Safety 


Ford’s Fist 
Outlook Good 
Ryan Speaks 
New Markets 


. oe + 
By 


Chris Sinsabaugh 


peeene THE FORD keyhole, 
this Paul Pry hears that so 
far this year there have been no 
dog days at Dearborn, no slow- 
ing of production following the 
visit of Santa Claus and that de- 
mand is keeping up so there is 
no reason to slow the assembly 
lines. The January production 
schedule has not been tampered 
with since the original projection. 
It stands at 100,000, I’m told, and 
it will be the same count in Feb- 
ruary. 

Sales, I hear, slowed a trifle in 
the first 10 days of this month, 
but since that time there has 
been a decided pick-up and de- 
mand is again normal; that is, 
in keeping with the pace of the 
last two months of ’35. 

* of Of 


WITHOUT BEING able to 
name my authority, but believing 
it cannot be questioned, I’m told 
I am at liberty to. state that the 
“$25 a month plan,” which went 
into effect Jan. 6, has been a big 
sales impetus. At present de- 
liveries are better than a year 
ago this time, which is worthy 
of comment because it will be 
remembered the '35 line did not 
come on the market until just 
before the death of '34, whereas 
the ’36 product was put on the 
market Oct. 19, 1935. So you 
should allow for at least two 
months in ’36’s favor when you 
make comparisons of the way 
Ford is going now as against a 
year ago. 

* * ” 

AS IN OTHER quarters, Dear- 
born is looking ahead to Mar, 15 
when normally the active buy- 
ing season started following the 
old January new-car announce- 
ments. It is felt, it is said, that 
the business secured in Novem- 
ber and December was not a 
case of “robbing Peter to pay 
Paul,” that it is business that 
would not have been secured 
otherwise. But the actual proof 
of this conviction will not be had 
until the spring buying, which 
is expected to start as _ usual, 
Mar. 15, is well under way. My 
authority for this holds that the 
“velvet” of November and Decem- 
ber comes out of the jaloppy 
back-log the industry is counting 
on; that the owners of the junk 


that infests the highways have | 
reached the stage where they) 


have to buy new cars, and they 
are doing so. 
* * * 
WHILE I WAS listening at 
the keyhole, I also heard a break- 
down of the production and sales 


(Continued on Page 16, Col. 1) 





Mekers Launchiam 


Greatest Drive 


On Highway Toll 


By BOB MOUNTSIER 


NEW YORK.—Backed and 
flanked by radio, news reels, 
newspapers and co-operating or- 
ganizations, “the most compre- 
hensive co-operative educational 
program for greater safety on our 
streets and highways” yet at- 
tempted was opened this week by 
all members of the automobile 
industry, including Ford and 
Lincoln, finance companies, rub- 
ber manufacturers and_ truck, 
parts and accessory makers. 

As outlined by General Motors’ 
Alfred P. Sloan and Alfred H. 
Swayne, Packard’s Alvan Ma- 
cauley and Studebaker’s Paul G. 
Hoffman in statements and in- 
terviews, the industry’s effort to 
reduce motor accidents will be 
on a nation-wide scale. The cam- 
paign is under the direction of 
the Automobile Manufacturers’ 
Assn.’s safety traffic committee, 
headed by Hoffman, and with 
funds provided by the industry, 
this committee is underwriting 
various carefully planned pro- 
grams of several efficient safety 
groups, some are new and others 
are being expanded. 

The amount of money available 
as subsidies to organizations and 
plans, meeting with the approval 
of safety traffic committee, is 
not made public, but it is de- 
scribed as “substantial.” An- 
nouncement has already been 
made that $54,000 has _ been 
granted to Harvard University’s 

(Continued on Page 2, Col. 1) 


Chevrolet 1936 
Truck Models 


Are Announced 
DETROIT. — New Chevrolet 
trucks for 1936, comprising a 
wide range of standard body types 
mounted on half-ton and 1%-ton 
chassis, carry numerous advances 
in engineering and improvements 
in operation. 

Design changes include a re- 
styling of the sheet metal and 
the adoption of a coupe type cab 
with solid.steel top. 

In the chassis, the most note- 
worthy development is the adop- 
tion of hydraulic brake operation 
in conjunction with improved 
brake mechanism at the wheels. 
Engine improvements include 
increased power, better fuel and 
oil economy, and greater dura- 
bility. The major change in the 
engine is the use of full length | 
water jackets, in combination | 
with higher compression ratio 
(6 to 1). 

The 1%-ton chassis now has a 
full floating rear axle, and a 

(Continued on Page 8, Col. 1) | 





PAUL G. HOFFMAN, left, Studebaker president, tells Boake Car- 
ter of industry’s safety program in radio interview at New York. 





Road Exhibit Heralds 
Billion-Dollar Program 


By JACK WEED 


CLEVELAND. — The billion 
dollar road building program for 
this year, believed to be a sure 
thing at the American Road Build- 
ers Assn. show held this week at 
Exhibition Hall, will not only 
make an already good truck busi- 
ness much better, but will add 
many thousands of dollars vol- 
ume to the output of a great 
many automotive parts and equip- 
ment builders. 

This year’s show, which closely 
approximates in size the largest 
road show ever held, that of 1929, 
is a buyers’ show and indicates 
that another great American in- 
dustry and user of truck equip- 
ment is back in the market with 
pocketbooks wide open. 

Not only are the counties, cit- 
ies and states renewing their au- 





The Top Te “1 
Passenger Cars 
First Ten in Registrations 
as Reported in ADN today. 
1935 1934 
Pos. Make Pos. 
1—804,352 Ford 525,119— 1 
2—629,796 Chev. 524,684— 2 
38—369,937 Plym. 297,689— 3 
4—171,782 Dodge 88 399— 4 
5—143,292 Olds 70,847— 6 
6—135,653 Pont. 71,857— 5 
I— 82,369 Buick 61,397— 7 
8— 72,293 Hud.* 58.622— 8 
9— 39063 Chrys. 27,528—10 
10— 37,685 Stude. 40,575— 9 
*Includes Terraplane, 
Total All Makes 
2,645,355 1,857,994 

See total registrations to 

date—pages 16 and 17, this 


issue. 








tomotive equipment after a six- 
year whole or partial vacation, 
but the building contractor, who 
has been out of the market for 
the past six years, is back again 
and must buy heavy to do the 
jobs that are being let in this 
(Continued on Page 14, Col. 1) 


Earlier Dates For 
G. M. Products 
Shows This Year 


NEW YORK.—General Motors 
will hold its 1936 special show- 
ings of motor cars, automotive 
and household products earlier 
than usual this year, Alfred P. 
Sloan jr., president, has an- 
nounced, due to the early intro- 
duction of new models last No- 
vember. These showings are 
usually held from two to three 
months after the national auto- 
mobile shows previously held 
early in January at New York. 

The shows, to be held in the 
principal exhibition halls of 45 
cities on varying dates this year, 
will start Feb. 1 and will be con- 
cluded May 2, the majority of 
shows lasting a week. 

To gear in with the general 
climatic conditions of the varying 
sections of the country, the major- 
ity of the earlier showings will be 
held in the south, while the later 
showings will be held in the north 
to coincide with spring. 

Featuring the exhibits will be 
the latest models of General 
Motors cars, showing the current 
advances in engineering and style, 
with special reference to Fisher 

(Continued on Page 3, Col. 4) 


3,479,573 $ Cars; 
756,913 Trucks, 
Reported by U.S. 


March, April Best Months 
While September Set 
Lowest Point 


WASHINGTON.—Factory sales 
of motor vehicles totaled 4,009,- 
496 for the full year 1935, as com- 
pared with 2,753,111 in 1934; 
1,920,057 in 1933; and 1,370,678 in 
1932, it is revealed in statistical] 
data released this week by the 
U. S. Bureau of the Census. De- 
cember factory sales this year ag- 
gregated 407,804 units against 
398,039 in November, and 153,624 
in December, 1934. 


Of the grand total for 1935, 
3,285,836 units were passenger 
cars; 3,042,933 domestic market; 
and 242,903, foreign markets. A 
total of 723,660 units represented 
the years’ factory sales of com- 
mercial cars and trucks; while 
Canadian production was divided 
between 139,742 passenger cars 
and 33,253 trucks. 


March and April were the best 
months last year on the basis of 
factory sales figures, with totals 
of 429,793 and 477,691, respectively. 
The low point was reached in 
September, when factory sales of 
all types of vehicles aggregated 
89,804 units. December business 
last year ranked immediately 
after that of March and April in 
total volume. 


The table on Page 16 is based on 
data received by the Census Bur- 
eau from 112 manufacturers in 
the United States, 29 making pas- 
senger cars and 83 making 
trucks, 10 of the 29 passenger car 
makers also producing trucks. 


GM Truck Shows 


Complete New 
Line of Products 


DETROIT.— Said to combine 
the lowest prices and the most 
complete selection in the history 
of its sponsor, a complete new 
line of trucks and trailers has 
been announced by the General 
Motors Truck Co. 


A wide variety of standard 
equipment features, mechanical 
options, and de luxe equipment 
will cover almost every require- 
ment of the truck buyer, it is 
said. 


New and distinctive front end 
styling of radiator, fenders, cab 
and hood lends a streamlined ap- 
pearance to all models. 


The 1936 line leads off with the 
new half-ton Model T-14 at a 
base price of $425. The group of 
three low-priced jobs—Model T- 
14, T-16, and T-16H—have the 
“213” power plant used in the 
T-16 last year, which incorpo- 


(Continued on Page 19, Col. 1) 
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United Industry Launches Greatest Safety Drive 


Campaign Most Inclusive 


Yet Attempted by Makers 


(Continued from Page 1) 


» 
Bureau for Street Traffic Re- 
search. 

Among the national organiza- 
tions co-operating with AMA’s 
Safety Traffic Committee are the 
National Safety Council, the 
American Automobile Assn., the 
National Grange, the National 
Congress of Parents and Teach- 
ers and the General Federation 
of Women’s Clubs. These and 
other organizations will initiate 
and carry out projects on their 
Own responsibility. Detailed plans 
will be announced as arrange- 
ments for specific projects are 
completed. 


AMA’s general manager, Alfred 
Reeves, says that the whole basis 
of the industry’s safety cam- 
paign is not to supplant or inter- 
fere with the projects of various 
organizations, but to _ provide 
more sinews in the form of funds, 
printed ‘material and well-thought 
out programs. 

Safety Provided 

When the question as to what 
had been done by the industry 
along the lines of safety was put 
to him, General Motors’ Swayne 
replied: “Individual car makers 
have consistently and progres- 
Sively used all known engineer- 
ing skill and scientific talent to 
build safe vehicles. Automobiles 
are safer than the engineers ever 
dreamed of a few years ago. 
They are equipped with safe, 
positive, self-equalizing brakes. 
They have bodies that are prac- 
tically crashproof. Chassis are 
sturdier. Steering is surer. Driv- 
ing vision is better, and they 
have safety glass. All cars have 
a very high degree of maneuver- 
ability. Mechanically the safety 
question has not been overlooked. 


“As for other activities in pro- 
moting the cause of safety, the 
manufacturers have distributed 
millions of publications. Safety 
films, some of them of major 
proportions, have been produced 
and shown in theatres, schools 
and other places. Free vehicle 
inspections have been provided. 
All of this has been done by com- 
panies acting individually and at 
their own expense. 

Takes Many Forms 

“Collectively, we have spon- 
sored safety campaigns, essay 
contests and other educational 
efforts. We have always worked 
very closely in co-operation with 
official and private groups in the 
development of uniform traffic 
laws, the construction of safe 
highways and the removal of 
driving hazards.” 

Although the safety campaign 
now being initiated has been laid 
out for this year, the industry 
plans to continue the anti-acci- 
dent drive indefinitely. When 


asked for specific features of this | 
“New | 


year’s efforts, Swayne said: 
and supplementary activities in- 
clude the stimulation of 
city safety contests, renewal of 
public school 
safety lesson contest, 


school driver training work, vig- 


orous support for law enforcement, | 
literature 


dissemination of films, 
and educational material in a wide 


range of contacts with state and | 
local civic and fraternal groups, | 


assistance in the training of traf- 


fic control personnel and more |} 


effective co-operation with all 
agencies concerned through auto- 
mobile dealers and car owners. 

“Various organizations will in- 
itiate and administer these pro- 
jects. Administrative control 
over carrying them out rests en- 
tirely with the associations and 
others receiving grants from the 
industry. The only stipulation 
placed upon the grants made to 
them is that the money shall be 
spent this year for public safety 
measures of assured effective- 
ness.” 


Attack Horror Stories 


Swayne, Macauley and Hoff- 
man took a definite stand against 
“horror campaigns” and mechan- 
ical governors for limiting speed, 
and emphasized the importance 
of stopping the fixing of tickets. 

Members of the Safety Traffic 
Committee of the Automobile 
Manufacturers Assn., responsible 
for the industry’s broadened ac- 
tivity, include: Hoffman, chair- 
man; Lee J. Eastman, vice-presi- 
dent, Packard Motor Car Co.; 
R. P.. Fohey, secretary, Chrysler 
Corp.; Paul W. Garrett, director 
of public relations, General Mo- 
tors Corp.; R. P. Page jr., presi- 
dent, the Autocar Co.; Alfred 
Reeves, vice-president and gen- 
eral manager, Automobile .Manu- 
facturers’ Assn., and Norman 
Damon, manager of the safety 
division of the association. 

Officials of the following or- 
ganizations have pledged their 
utmost effort in this co-operative 
expansion of safety education, 
Macauley announced: American 
Assn, of Motor Vehicle Admin- 
istrators, American Assn. of State 
Highway Officials, American 
Automobile Assn.. American 
Legion, General Federation of 
Women’s Clubs, Highway Educa- 
tion Board, International Assn. 
of Police Chiefs, National Bureau 
of Surety & Casualty Under- 
writers, National Congress of 
Parents and Teachers, National 
Grange, National Safety Council, 
U. S. Bureau of Public Roads, U. 
S. Department of Commerce and 
the U, S. Office of Education. 

The following platform on 
safety, adopted some ‘months ago 





Nelson Chevrolet las 
Again Lead the Nation 


CHICAGO.—Leading the Chev- 
rolet dealer organization for the 
fourth consecutive year nation- 
ally, actually selling more used 
than new cars, and qualifying its 
top salesman for presidency of 
the Chevrolet “100 Car Club” 
were three achievements of the 
Nelson Chevrolet Sales Co., Inc., 
dealer in this city. 


The record breaking achieve- 
ments of the concern coincide 
with the incumbency of Ray A. 
Balcom, vice-president, general 
manager and the man who is 
given chief credit for the results 
secured by his group of salesmen. 

The 1935 total for the company 
was 1,475 new Chevrolet cars and 
trucks. During the same 12 
months, Balcom makes known, 


the sales forces of the concern 
sold 1,885 used cars and trucks. 


Topping all salesmen in this 
and every other Chevrolet dealer 
organization was G. L, Carlat, the 
new 1936 president of the “100 
Car Club.” Others who pressed 
Carlat and qualified for member- 
ship in the factory’s honor club 
were G. L. Farrow, D. I. Mc- 
Clellan, L. R. Wachlin and M. M. 
Zemel. 


In addition to encouraging his 
ace salesmen to “hit the ball” 
year after year, Balcom has de- 
veloped one or two new stars an- 
nually since he took over the 
merchandising reins of the Nel- 
son Chevrolet Sales, Inc., in 1931, 
joining forces with Fred Oster- 
man, president of the company. 


inter- | 


safety essay and | 
expansion | 
of school boy patrol and high | 








BONUS CHECKS totaling $2,000 rewarded the efforts of these 
star Chevrolet salesmen. In a recent sales contest in the Portland, 
Ore., area, they were “tops.” Joe Goodwin, left, and E. F. McCarty, 
middle, finished close on the heels of L. R. Pittmon, one of their 
associates at the Westlake Chevrolet Co. 


by the Automobile Manufactur- 
ers’ Assn., has become the 10- 
point working guide of America’s 
automotive industrial organiza- 
tions in their new campaign for 
safety on the streets and high- 
ways of the country. 


10 Commandments 

Become the industry’s safety 
pledge, this statement of safety 
policy follows: 

We will continue to build ve- 

hicles with every safety factor 
which intensive research and en- 
gineering ingenuity makes avail- 
able. 
2 We will merchandise our prod- 

uct under circumstances which 
emphasize the importance of safe 
construction, safe maintenance 
and safe use. 

We will assist our dealers in 

keeping a constructive safety 
message before their customers 
and their communities. 
4, We will encourage our dealers 

and service organizations to 
deliver cars, new or old, in safe 
driving condition, and only to per- 
sons legally entitled to use the 
public highways. 
5 We will continue to support a 

sound, scientific approach to a 
solution of the traffic problem, 
believing that the same methods 


which have given America safe 
cars will protect their safe use. 


6 We will work for highways of 
the highest quality, consistent 
with traffic needs and best ad- 
justed to the safe use of the mod- 
ern vehicle. 
We will aid in the develop- 
ment and application of sound 
traffic regulations designed to 
gain maximum safety from exist- 
ing streets and highways. 
We will aid the school system 
in protecting the young and 
in developing good citizens, con- 
scious of their highway duties. 
We will assist sound educa- 
tional efforts through our own 
channels and through co-opera- 
tion with other recognized safety 
educational agencies working for 
greater safety, economy and hap- 
piness in the use of the public 
highways. 
10 We will co-operate with the 
police departments and other 
enforcement agencies in a vigor- 
ous selective program of traffic 
law enforcement, designed to re- 
move the reckless from the high- 
ways, to curb the careless, and to 
protect the right of the good 
citizen to use the highways safely 
and free from molestation. 


Chevrolet Plants Show 


Improvements in Safety 


DETROIT. — Marked advances 


in industrial safety made during 
1935, in the manufacturing plants 
of the Chevrolet Motor Co. were 
celebrated Monday evening at a 
dinner in the Book-Cadillac Hotel, 
at which W. J. Scott, manager of 
the spring and bumper plant, was 
awarded a plaque in recognition 
of having achieved the greatest 
improvement. 


Chevrolet’s 24 
plants showed an average im- 
provement of 47 per cent, and 
the record of the spring and 
bumper plant was 81 per cent. 
The forge plant, also managed by 
Scott, was second in the list, with 
75 per cent improvement. 


manufacturing 


The record hung up by the two 
plants under Scott’s supervision 
is considered especially note- 
worthy, inasmuch as one of these 
units is the big forge plant, a type 
of operation in which industrial 
safety is reputedly difficult to 
assure. Figures for the two di- 
visions of the contest—manufac- 
turing plants and assembly plants 
—indicate that both made great 
headway last year. 


Hugh Dean, assistant general 
manufacturing manager, was 


toastmaster at the dinner, and 
speakers included M. E. Coyle, 
president and general manager; 
Cc. E. Wetherald, vice-president 
and general manufacturing man- 
ager, in charge of all manufac- 
turing and assembly operations, 
and C. E. Wilson, vice-president 
of General Motors Corp. 


The manufacturing plants in- 
cluded in the contest are located 
here, at Flint, Saginaw, and Bay 
City, Mich., in Toledo, O., and in 
Muncie, Ind. All these units were 
represented at the banquet. 


M. A. Cudlip Quits 


Packard Position 


DETROIT. — Hugh J. Ferry, 
treasurer of the Packard Motor 
Car Co. has taken over the secre- 
tarial duties of Merlin A. Cudlip, 
who resigned this week as 
vice-president and secretary. A. 
Clark Bennett has been named 
assistant secretary-treasurer. 

Cudlip, who was with the com- 
pany 17 years, has announced no 
plans for the future. 


GM Export Men 
Will be Guests 
At Olds Factory 


LANSING.—From all over the 
world representatives of General 
Motors will come here Monday, 
Jan. 27, to see in process of pro- 
duction, the Oldsmobiles which 
they sell in foreign fields. 

The men are winners of a sales 
contest launched last February 
and which ended Nov. 30, with the 
trip to General Motors plants in 
America as the prize. 

On their arrival they will first 
visit the Fisher Body plant, where 
Oldsmobile bodies are turned out. 
A luncheon at the Hotel Olds will 
be followed by an inspection of 
the Olds plants. 

Similar trips are being made to 
General Motors factories in other 
cities in order that the representa- 
tives may have a clear picture of 
the manufacturing of all the 
products which they handle. 

The visitors will be L. E. Amor, 
India; W. D. Roberts, Spain; W. 
G. Durham, Australia; L. L’Alle- 
mand, Belgium; L. E. Lutteral, 
Argentina; G. R. Baillie, New 
Zealand; H. S. Ralph, South 
Africa; T. W. Wilson, Sweden; 
Maurice Villemin, Egypt; M. F. 
Muniz; Brazil and Paul Holum, 
Denmark. 


PONTIAC.—A group of 20 sales 
representatives of the General 
Motors Export Corp. will be the 
guests of the Pontiac Motor Co. 
Jan, 28. 

They will arrive at the adminis- 
tration building at 9:00 a.m. and 
will be escorted through . the 
Fisher body plants as well as the 
Pontiac plants. 

H. J. Klingler, president will 
preside at a luncheon program at 
Bloomfield Hills Country Club at 
noon. 


Skinner Urges 
APEM Not to 
Cut Wage Rate 


DETROIT.— Members of the 
parts industry have been urged 
to prevent further legislation and 
not to exceed the 48-hour week, 
nor reduce hourly wage rates by 
Cc. O. Skinner, executive secre- 
tary of the Automotive Parts and 
equipment Mfrs., Inc. 

Speaking at the second annual 
meeting of the group, held here 
recently, Skinner stated that em- 
ployment reached a peak of 180,- 
562 in 1934 and in 1935 reached a 
peak of 185,648. Comparing the 
first 10 months of 1935 with the 
first 10 months of 1934, employ- 
ment in the original equipment 
division has increased 5.6 per cent; 
man hours worked increased 13.7 
per cent and the average rate per 
hour went up 5.7 cents per hour, 
he said. These changes have re- 
sulted in an increase in the aver- 
age hours per week from 34 to 
36.6 or 7.6 per cent and an in- 
crease in the average weekly 
earning from $20.24 to $23.88, or 
17.9 per cent. Comparing 1935 
with 1934, he found man hours 
in September up 83 per cent and 
in October up 145 per cent and, 
during the same months, employ- 
ment increased 31 per cent and 
69 per cent respectively. 

Sales volume for the parts in- 
dustry, according to Skinner, has 
increased 17.42 per cent for the 
year ending June 30, 1935, over 
the year ending June 30, 1934. On 
this basis, the sales volume of the 
industry for the year ending June 
30, 1935, amounts to $644,000,000. 
Of this total approximately 72 
per cent is sold to the car manu- 
facturer as original equipment, 
the remaining 28 per cent being 
sold throughout the country as 
replacement parts, accessories, 
shop equipment, etc. ‘ 








NEW YORK.—General Motors 
Corp. went to town this week by 
coming to town with its restyled, 
streamlined GM trucks for 1936. 
Headed by President I. B. Bab- 
cock and General Sales Manager 
J. P. Little, the GMT boys put on 
a good showing with a three-day 
series of meetings and a dozen 
trucks ranging from the small 
half-ton delivery unit to that 15- 
ton heavy duty tanker, all in the 
Essex House. 

For the main evening event the 
boys also put on their tux, and 
the trux put on a good show, not 
only inside the hotel, but in the 
process of getting in and out. A 
part of the front of the Essex 
House had to be removed, and it 
took cops, bell hops, officials and 
hefty workmen to do the jobs. 


Leaders Present 


New York business leaders, 
truck owners, dealers, newspaper 
men, salesmen, et al., featured the 
various meetings. Among those 
present for the big opening day 
were D. P. Brother, the big 
Brother of D. P. Brother & Co., 
and Detroit’s Fight Fan No. 1 
(even though, because of much 
business, he has never seen Joe 
Louis bomb ’em), and that fa- 
mous member of the Brotherhood, 
Bill (for William) Mason, public 
relations counsellor and _ super- 
salesman of trucks, spark plugs 
and Oldsmobiles. 


The first two days of these 


General Motors Truck meetings | 


were in the nature of a preview- 
ing. The introduction of the new 
motors was officially announced 
Thursday when dealers of the 
metropolitan New York area saw 
the trucks for the first time. 


Directors of the Automobile 
Merchants Assn. of New York 
and the Brooklyn and Long Island 
Dealers Assn. will get together 
early next week to consider, after 
careful study this week, the plan 
proposed at the NADA meeting 
in New Orleans last week to help 
solve the used car problem which 
hangs like a cloud without any 
silver lining over the automobile 
industry. 

Since our last writing, William 
S. Knudsen, GM’s executive vice- 
president, has been in town, stop- 
ping at the Ambassador. 

What, no New York on the list 
of cities scheduled for General 
Motors’ 1936 special showings of 
cars, Fisher Body turret tops, 
etc! 

Continuing his campaign 
against drunken driving, Mayor 
La Guardia announced the ap- 
pointment of a commission of 
medical and legal experts to 
study the situation with the idea 
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GM Takes New Trucks to Bagdad on the Subway 


Streamlined Models Shown 
In Lobby of the Essex House 


By BOB MOUNTSIER 


of making it harder for guilty in- 


toxicated drivers to escape the 
penalties of the law. 

The Automobile Merchants 
Assn. of New York announces 
that 122,151 new passenger cars 
were sold in metropolitan New 
York last year—79,956 in Greater 
New York and 42,195 in five out- 
side counties. 

Some of the local office holders 
with an eye for something or 
other have chosen to interpret a 


part of a city ordinance so that a| 


lessee of a vacant lot, where used 
cars are on display, may be 
served with a summons for plac- 
ing more than five automobiles 
on it. That’s little old New York 
for you—or rather, for us! So 
the Automobile Merchants Assn. 
is going to the mat for a dealer 
on whom the funny stuff has been 
attempted. 


WPA and AMA, N. Y. 

The automotive industry of 
Greater New York, through the 
heads of various trade associa- 
tion groups, has offered to co- 
operate with the WPA by “re- 


absorbing trained workers now} 


listed with WPA as fast as the 
seasonal upturn of business will 
permit.” 

Estimating that metropolitan 
New York’s automobile and as- 
sociated businesses employ nearly 
500,000 men and women, Harry 
G. Bragg, general manager of the 
Automobile Merchants Assn. of 
New York and chairman of the 
automotive division committee of 
the WPA industrial re-employ- 
ment bureau, says, “It is reason- 
able to assume that our require- 
ments can best be filled by taking 
men and women with training and 
qualifications from the WPA. By 
doing this employers will not only 
have a wide choice of desirable 
applicants but will be aiding in 
the gradual reduction of a stag- 
gering relief burden.” 

The local administrator of 
WPA, Victor F. Ridder,, outlines 
the plan as follows: “Through 
various means we will contact 
each retail automotive outlet. No 
coercion or high pressure methods 
will be used. It will be made 
plain to employers that employ- 
ment of WPA workers will ex- 
perience in the automobile trades 
is not charity but a definite way 
of increasing spending and re- 
ducing the business tax.” 


Pays Biggest Tax 


SACRAMENTO, Calif.—The high- 
est license fee paid by a California 
owner this year is $85.52, charged 
an owner of a 1935 Cadillac town 
car assessed at $4,887, it was re- 
vealed here today by officials of the 
State Motor Vehicle Department. 


STUDEBAKER DICTATOR SIX which won first place in its 
price class in the recent Gilmore Yosemite economy run in California. 
The car delivered 24.27 miles per gallon on the 352 mile mountainous 
course. A Studebaker President also staged a victory in its price 


class, delivering 20.34 miles per gallon, Above (left) 


W. C. Martin, 


driver, and R. J. Weaver, observer. 





FOUR LEADERS in the automotive, refrigeration and air condi- 


tioning industries are shown here 


at a conference in Dayton. Left 


to right: W. F, Armstrong, vice-president, Frigidaire Corp.; Richard 
H. Grant, vice-president, General Motors Corp.; E. G. Biechier, presi- 
dent, Frigidaire Corp., and Charles F. Kettering, General Motors 
vice-president who has just been elected to receive the Washington 


Award for service to mankind. 


November Ex ports Gain 


95% Over 


WASHINGTON.—Aided by the , but 
greatest passenger car demand 
since April, 1930, the exports of | 
automotive products during No- | 
vember reached a valuation of 
$22,403,722, an increase of $7,483,- | 
914, or 50 per cent, over the | 
preceding month, and $10,956,306, 
or 95 per cent, above the $11,- | 
447,416 total recorded in Novem- | 
ber, 1934. November shipments | 
represented the peak figure for | 
any corresponding month since 
1929, when the export total 
amounted to $27,129,963. 


Total automotive exports for 
the first 11 months of the year 
attained a valuation of $215,650,- | 
154, an increase of $30,783,085, or 
16 per cent, over the correspond- 
ing period of 1934, when ship- 
ments totaled $184,867,069. 

Exports of passenger cars num- 
bered 22,380 units, valued at 
$11,138,919, as compareds with 
7,397, worth $3,803,683 in October, 
and 9,117, valued at $4,037,848 in 
November, 1934. Each of the 
four price classifications was 
substantially improved, with cars 
valued at “not over $850” ac-| 
counting for 21,476 and $10,024,520 
of the total passenger car units 
and value. In view of the not- 
able increases in the purchases of 
the various leading markets, a 
listing of the car shipments by 
number and country of destina- | 
tion for October and November, | 
1935, is given below: 

November October 

Number Number 

3,086 1,772 

791 


Destination 
Union of South Africa. 
Belgium 
Australia 194 
Sweden 165 
Argentina 602 80 
Japan 650 
Brazil 30! 216 
Mexico eee 457 
New Zealand sos 538 
British India ‘a 88 
United Kingdom......... . 189 
Denmark 133 
Egypt 159 
Philippine Islands....... - 82% 55 
Cuba 2 83 

Truck demand was improved 
as compared both with the previ- 


ous month and November, 1934, 


Chicago Ford 
Dealers Elect 
New Officials 


CHICAGO. — Meeting at the 
Drake Hotel, the Authorized Ford 
Dealers Assn. Of Chicago elected 
J. R. Purnell, Purnell & Wilson, 
as president for the coming year. 
Other officers voted in were: Ben 
T. Wright, Ben T. Wright, Inc., 
vice-president; J. J. Slumbrick, 
Slumbrick Motor Sales, treasurer; 


| October figures. 


|}action wheels, 
'and a host of other mechanical 





Larry Burns, Larry Burns Auto 
Sales, and J. C. Vesely, Vesely 
Bros. Motor Sales, directors. Pur- 
nell succeeds Frank Yarnall of 
Glen Holmes, Inc., as president. 


1934 Period 


but did not show the startling 


advances evidenced by passenger | 
Shipments for the month | 
amounted to 8,016 units, having | 


cars. 


a valuation of $3,873,218, as com- 
pared with 7,098, worth $3,711,397 
in October and 7,050, valued at 
| $3,317,121, in November, 1934. The 


increases in number and value of | 


commercial vehicle exports were 
accounted for entirely by those 
units having a capacity of not 


over one and one-half tons, as/| 


heavier trucks were off from the 
Australia was 
the most important purchaser of 
American trucks during the 
month, with 882 units, valued at 
$360,986, followed by Belgium 
with 870 and $251,597 value (the 
October requirements of these 


|two countries were 440 worth 


$218,407, and 229 valued at $78,- 
316). 
Africa, Japan, Sweden, Spain, and 
Mexico followed. 


Earlier Tito 


| house 


P arts Group 
Schedules Meets 
For Its J obbers 


DETROIT. — National Automo- 
tive Parts Assn. is holding 
regional conferences for its ware- 
managers and _ jobbers 
throughout the country begin- 
ning with the Kansas City ses- 





Argentina, Union of South | 


sion which started Jan. 20, and 


| followed by the Dallas meeting 


| Jan. 23. The meetings to follow 
|are: 

| Los Angeles, Jan. 27-28, Los 
| Angeles Biltmore; San Francisco, 
| Jan. 31-Feb. 1, St. Francis Hotel; 
Portland, Feb. 3-4, Multnomah 
Hotel; Seattle, Feb. 5-6, Olympic 
Hotel; Minneapolis, Feb. 10-11, 
Radisson Hotel; Chicago, Feb. 13- 
14, Knickerbocker Hotel; Cleve- 
land, Feb. 17-18, Statler Hotel; 
New York, Feb. 20-21, Pennsyl- 
| vania Hotel; Atlanta, Feb. 24-25, 
| Atlanta Biltmore. 

Henry Lansdale, a general man- 
ager of the association is in 
charge of each meeting. The 
Cleveland meeting Feb. 17 is 
scheduled to be the biggest meet- 
ing of the swing around the cir- 
cuit as it affects the largest mem- 
bership of the organization. Plans 
for 1936 for increased business are 
the main themes of the session. 





R. M. McGuire ‘Appointed 
| To Head St. Clair Sales 


DETROIT.—C. A. Pfeffer, gen- 
eral manager, St. Clair Rubber 
Co. has announced appointment 
of R. M. McGuire as director of 
| sales. McGuire comes to the St. 
|Clair Rubber Co. from the re- 
search and new products division 
of the Goodyear Tire & Rubber Co. 

He served as vice-president and 
director of sales for the Holmes 
Industrial Engineering Co.; sales 
manager for the Micromatic Hone 
Corp.; western district manager 
for the Egyptian Lacquer Mfg. Co. 
and for the past four years as sales 
development engineer for the 
| Goodyear Tire & Rubber Co. 


Scheduled 





For GM Special Showing 


(Continued from Page 1) 


Body turret top, all-steel bodies, 
no-draft ventilation and stream- 
lined styling, in addition to knee 
hydraulic brakes 


features. 

Among other General Motors 
products to be shown will be some 
of the latest developments for 
making life more livable, more 
comfortable, apart from transpor- 
tation alone. In the household 
appliance field, electric refrigera- 
tion, air conditioning, water 
coolers, electric fans and irons, 
oil burners, light plants and 
pumps, and other appliances will 
be shown. 


Replicas of Plants 

Each showing will have the 
same decorative background, con- 
sisting of sateen wall panels, 
broken by light columns and dec- 
orative ruscus trees. In the center 
of each hall, mounted on an ob- 
long platform, surrounded by a 
railing 12 by 20 feet, will be a 
replica of an automobile plant 
with two sets of miniature trains 
entering and leaving the factory. 
During the evening the factory 
will be lit from within and the 
synchronized flashing of lights be- 
hind black silhouette figures will 
provide the illusion of men at 
work, 

For entertainment a prominent 
orchestra will furnish music in 
each city, afternoons and even- 
ings; while in many cities amateur 
contests and style shows will be 


staged in conjunction with the ex- 
hibitions. 

In many of the larger city 
showings, General Motors and 
Chevrolet trucks and Delco Heat 
will be on display. In all of the 
showings, representative models 
of Chevrolet, Pontiac, Oldsmobile, 
Buick, LaSalle and Cadillac will 
be shown as well as products of 
the Frigidiare Corp. United 
Motors and Delco-brand products 
such as radios, farm plants and 
pumps, electric fans, irons and 
batteries which are distributed by 
United Motors, and a GMAC dis- 
play. 

Showings Listed 

The showings will be held in the 
following cities on the following 
dates: Feb. 1-8, Jacksonville; Feb. 
8-15, Baltimore, Charleston, Nor- 
folk, Richmond, St. Louis; Feb. 
22-27, Birmingham; Feb. 22-29, 
Columbus, Kansas City, Memphis, 
Omaha, Peoria, South Bend; Feb. 
23-29, Cincinnati; Feb. 25-29, 
Phoenix; Feb. 26-Mar. 2, Indian- 
apolis; Feb. 29-Mar. 7, Nashville; 
Mar. 7-11, Youngstown; Mar. 7-14, 
Akron, Cleveland, Detroit, Provi- 
dence, Scranton; Mar. 9-14, 
Denver, Portland, Seattle, Wichita; 
Mar. 9-15, Louisville; Mar. 17-21, 
Dayton; Mar. 21-28, Davenport, 
Pittsburgh, Salt Lake City, St. 
Paul; Mar. 22-28, Minneapolis; 
Mar. 23-28, Buffalo, Des Moines, 
Spokane; Mar. 28-April 4, Mil- 
waukee, Rochester, Syracuse, 
Tulsa; Mar. 31-April 4, New 
Orleans; Apr. 18-25, Los Angeles; 
Apr. 25-30, San Francisco; Apr. 
25-May 2, Oakland. 
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esler Opinion Divided on NADA Used Car Plan 


“Ought to Work” Some Say, 


“Pipe Dream” Others Declare 


DETROIT.—The solution proposed by the National | 


Automobile Dealers Assn. for the used car problem is an 
answer to the dealer's prayer—a pipe dream that never 
will be realized—and a logical solution if the factories will 
do their share. 

All of these opinions were encountered by ADN’s In- 
quiring Reporter in his search this week for dealer 


reaction to the plan which was proposed at the New 
Orleans meeting of NADA by®————_ 
Jack Frost, general manager. 
Frost has been here discussing his 
program with| 
manufacturers. 
Dealers were 
asked: “Can the 
new NADA plan 
be worked? Do 
dealers gener- 
ally favor can- 
cellation for 
failure to make 
a used car prof- 
it? Would deal- 
ers report used 
car sales and 
prices as re- 
quired in the 
proposed plan?” 
And these are 
the answers that came in: 


* * 7 


Inc., Hudson-Terraplane, Chicago: 
“With motorists as they are when 
trading in or buying used cars, 
dealers consider themselves lucky 
to break even on their used car 
operations. The 20 per cent plan 
can’t be worked, in my opinion. 
We have to go back to funda- 
mentals of common sense, refusal 
to be bluffed by prospect represen- 
tations of high prices for used 
cars offered elsewhere, and prop- 
er merchandising methods for 
selling our used cars. This 20 
per cent plan of NADA, I feel, 
would have the effect of slowing 
up dealer new car operations and 
causing added and unnecessary 
used car troubles, particularly 
when it comes to selling such au- 
| tomobiles. Being impractical, I| 
don’t see how either dealers or | 








ROYAL COACH for Fairy Princess. Formerly the head of a family 
owned concern that began building state carriages for European 
monarchs in the reign of Frederick Wilhelm III of Prussia, Walter 
Leuschner (left) will construct a replica of the Napoleonic coach 
that has served as the project of the Fisher Body Craftsman’s Guild 
since 1930 for the fairy princess ‘that presumably occupies Colleen 
Moore’s famous doll house, now on tour of the country for the bene- 
fit of the nation’s crippled children. She is shown discussing the plan 
with the designer, while Frank C, Riess, technical director of the 
General Motors-sponsored educational foundation, makes notes. 





down hill into a stone wall. For| cancel. Give light and they will 


years we dealers prayed for 


find their way.” 
* 


* * 


| gross profit 





Earl C. Snow, Snow Brothers, 
Ford, Oak Park, Ill.: “Used car 
control of some kind is necessary | 
if dealers are to stay in business. 
The plan must be workable, and 
I believe it will require a lot of 
thought to produce the ideal plan. 
When I say a workable program, | 
I mean one that considers what | 





the factories want, what the deal- | 


ers want, what the public will 
stand for, and what the courts 
will decide is legal. So far as the 
NADA plan is concerned, I pre- 
fer not to discuss it one way or 
the other. I don’t know how it 
would work out.” 
* * * 


Charles L. Gerds, Gerds Motor 
Sales, Dodge-Plymouth, Chicago: 
“IT don’t think the proposed NADA 
plan will work in its present 
form. 
fort to pass the buck to the fac- 
tories. Except for that feature, | 
it seems to be the old NRA with | 
its hard-boiled tactics all over | 
again. What dealers need is more | 
co-operation, not cancellations of | 
their franchise on such a basis | 

as is urged by NADA. The fac- | 
tee want to move new cars, 
and there are other and better | 
ways for them to help dealers | 
operate their used car trade-ins | 
and merchandising profitably. | 
The dealers won't report their | 
used car business for auditing by | 
so-called impartial sources. If | 
forced to this plan, they would 
also resort to subterfuge by or- 
ganizing subsidiary companies so | 
that they themselves would show | 
the necessary profit on 
cars.” 


used | 


* * # 


O. H. Baeher, Butler Motors, 


| York: 


| used cars. 
accord with the general principle | 
in new cars| 


It looks to me like an ef- | 


| dealer organization 


| factories could be in favor of the 


plan.” 
ok * * 
Lee J. Eastman, president, the | 
Packard Motor Car Co., of New} 
“The NADA plan, as pub-| 
lished in Automotive Daily News 
is far too radical. Personally, I | 
believe if the dealer makes his 
full profit on the new car sale} 
that is all he has a right to ex- 


| pect. If dealers could break even | 
|in their used car departments | 
| they would be more than happy. 


It has been many years since 
dealers have been anywhere near 
able to approach an even break 
in the purchase and resale of 
I am thoroughly 


that the dealer 
should so conduct his used car 
department as to enable him to 
make his full gross profit on new 
car sales. To attempt to realize 
a profit of 20 per cent on used | 


in | 





ears, if this means over and 
above the allowance plus over- | 
head, is beyond any possibility 
of accomplishment.” 

* * * 

Frank Higbie, president, Man- 
ning-Higbie Motors, Inc., Plym- 
out and Chrysler, New York City: | 
“NADA’s used car plan sounds| 
marvelous, but it’s only a dream 
that will never come true. If this 
plan were put into effect, the fac- | 


tories would have to discontinue | 


80 per cent of their present fran- 
chises and take on new dealers of 
a better class than a lot of those 
now in business. There isn’t a 
in existence 
that could put such a plan over. 
Trying to get any big group of 
dealers to operate conservatively 





and consistently is like coasting 


of factory co-operation 


COL. J. M.(PAT) O’DEA, distributor for Graham-Paige, beams 
proudly as Mayor Frank Couzens pins a diamond studded gold badge 
of an honorary captain of Detroit police upon his vest in recognition 
of his civic activities. Left to right is John P. Smith, deputy police 
commissioner; O’Dea, Mayor Couzens, and Fred Frahm, deputy police 
commissioner, 


| something that would stabilize 


| prices, and we got the answer in 
| NRA. But what did a lot of deal- 


ers do? With the best used car 
plan that had ever been put into 
effect, they cut each others’ 
throats, and the buying public, 
which had at first accepted our 
code at its face value, laughed 
when a code price was mentioned 
to them. No, this NADA plan 
can’t make a silk purse out of a 
sow’s ear.” 
ae 


Walter H. Caswell, active part- 


| ner of Caswell Motor Co., Ford, 


New York City: “I would wish 
to study this NADA used car plan 
in detail before accepting it as 
outlined in last Saturday’s ADN, 
or turning it down. In general, I 
am in accord with the idea, but 
I. question whether such a plan 
could be enforced. We automobile 
dealers all need manufacturers’ 
assistance of some kind in deal- 


|ing with the used car problem. 


Indeed, help is needed desperate- 
ly by many a dealer. So the 
NADA plan is a move in the right 


| direction.” 


+* 1 Bg 


Charles L. Day, president, the 
Faunce Motor Co., Pierce-Arrow, 
Pittsburgh; also president Penn- 
sylvania Automotive Assn: 
20 per cent gross profit plan on 
used cars seems to be best idea 
yet advanced for solution of the 
problem. The key, of course, rests 
entirely with factories, and un- 
less they accept the full spirit of 
the plan it would not work. Cer- 
tain dealers will never consent to 
such a plan unless forced to. I 
believe a large group of good 
dealers will approve something 
along this line and co-operate 
fully. At the worst, the NADA 
plan is a step in the right direc- 


tion.” 
cs + + 


John V. Booth, president, Booth 
Motor Co., McKeesport, Pa., 
Chevrolet: “The NADA plan un- 
questionably contains much of 
merit. It remains to be seen 
whether it is workable. All deal- 
ers should appreciate the efforts 
of Jack Frost and the directors 
in attempting to solve the retail 
automobile industry’s  reddest 
problem. However, the question 
is ex- 
tremely questionable in my mind. 
Installation of the plan would 
mean elimination of 50 per cent 
of the outlets for one manufac- 
turer. Factories know that many 
outlets are devoid of profit. Only 
the dealer doesn’t know it. Sug- 
gest that manufacturers teach 
dealers how to solve the used car 
problem and let them work out 
their own salvation rather than 


“The | 


James M. O’Dea, president 
James M. O’Dea, Inc., Graham 
distributor, Detroit: “Good deal- 
ers should not object to NADA’s 
suggestion to cancel out those 
who fail to make a 20 per cent 
gross profit on used car opera- 
tions. The good dealer must 
make a profit on used cars in or- 
der to survive. Other depart- 
ments of the dealer’s business, 
such as accessories and service, 
show profits; why not the used 
ear division? If the factories will 
carry out NADA’s program in 
this respect I believe it would be 
a good thing. The used car audit 
proposed by the program also 
seems logical to me. Good deal- 
ers, already, know the status of 
their used car transactions and 


they should not pass this in- 
formation on to a centralized 
agency to be used for the benefit 
of all concerned.” 

* * ok 


George Taylor, president Tay- 
lor’s, Inc., Chevrolet dealer, De- 
troit: 
would favor the cancellation plan 
suggested by the NADA. If a 
dealer can’t make his used car 
department pay returns he should 
cancel himself out. There is ab- 
solutely no reason why a dealer 
should not make money on his 
used cars. Factories should co- 
operate 100 per cent in the 
NADA plan. The factories are 
making great profits by their 
operations and should be willing 
to share these with their dealers. 


“I believe dealers generally | 





I don’t think that cancelling out 
inefficient dealers would mean 
that the factories would lose 
most of their outlets. The plan 
provides for a gradual putting on 
of the pressure. The 20 per cent 
in dealer used car 
departments would not be in- 
sisted upon immediately. Deal- 
ers would be allowed 30 days in 
which to show a 5 per cent profit; 
30 days in which to show a 10 
per cent profit; an additional 30 
days in which to show 15 per 
cent profit and a final 30 days in 
which to reach a 20 per cent 
profit. This would give dealers 
plenty of time in which to write 
off losses and get their used car 
stocks in order. As to whether 
or not dealers will report used 
car transactions to the NADA, 
there is no reason why they 
should not. It’s to their advant- 
age to do so and their failure to 
observe this provision would 
only work against their own 
welfare.” 


Franklin Plant 
Operations Are 
Halted by Taxes 


SYRACUSE, N. Y.—With in- 
terests in control now involved 
in a court contest with the City 
of Syracuse, which proposes to 
foreclose on a $385,000 unpaid tax 
bill, there appears no immediate 
prospect of resumption of opera- 
tions at the Franklin automobile 
plant. 

A. J. Brandt, Inc., Detroit, has 
obtained an option for the pur- 
chase of the Franklin plant, with 
the announced purpose of making 
a new air-cooled car already de- 
veloped by the Doman Marks 
Engine Co. 


‘Further Study 


there is certainly no reason why | 


Of a New NRA 
Is Abandoned 


WASHINGTON.—No further 
studies of new NRA legislation 
are contemplated by the House 
Ways and Means Committee and 
the Senate Finance Committee, it 
was reported Tuesday. 


President Roosevelt consulted 
with the chairmen of these com- 
mittees at the last session of 
Congress, and asked that studies 
be made. At a recent White 
House conference, the President 
indicated that they would be 
made. 
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THE QUICKEST, SUREST AND SAFEST WAY TO SEND MONEY IS BY TELEGRAPH OR CABLE 
ONE FACTORY’S VIEWPOINT of the proposed NADA used car 
control plan is contained in the above telegram from R. H. Grant, 
General Motors to Jack Frost, NADA. This telegram with one sen- 
tence deleted appeared in ADN last week. The full text is above, 





DETROIT.—A successful plan 
that adds to the saleability of 
used cars and gives them ad- 
vantages similar to those enjoyed 
by new cars under the recently 
lowered finance rates, has been 
established by the Aaron DeRoy 
Motor Car Co., Hudson - Terra- 
plane distributor here, during 
January. 

The program has attracted the 
interest of dealers and finance 
companies alike. Under its pro- 
visions the buyer of a used and 
completely reconditioned car gets 
his insurance free and pays no 
finance charges. He can pay for 
the car in 12 monthly payments 
by putting up cash or its equival- 
ent for a one-third down pay- 
ment. He drives his car out with 
a saving of from 20 to 25 per cent 
compared to an ordinary used car 
purchase. 


Has Boosted Sales 


According to A. C, Mortensen, 
president and general manager 
of the DeRoy organization, the 
plan which went into effect Jan. 
5, has increased used car sales to 
a point where the reconditioning 
department under General Sales 
Manager Tom Walker, is being 
pressed to get cars into shape for 
display and sales, and at the same 
time, the new car sales depart- 
ment is putting on a campaign to 
bring in more trades. The new 
plan is a January used car sales 
stimulator. Quick action is being 
had every day of the week and 
on Saturdays and Mondays the 
store is filled with buyers. 

According to the plan the buyer 
of a used car saves considerable 
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DeRoy’s Used Car Plan Speeds Up January Sales 


Hudson Distributor Absorbs 


Insurance, Finance Charges 


money over the _ conventional 
sales methods of competition. In 
the case of a used car priced at 
$300 the buyer pays $100 down. 
The DeRoy company absorbs the 
finance charges on the unpaid 
balance so that the buyer simply 
signs notes for the $200 balance 
divided into 12 monthly payments 
of $16.66 each and the transac- 
tion is closed. The conventional 
charge on used car time pay- 
ments, which involve a higher 
finance rate than new cars, is 
approximately $49 on an unpaid 
balance of $200. This would bring 
the total to $249 or 12 monthly 
payments of $20.75. Thus. the 
buyer saves about 25 per cent. 


Absorbs Insurance 

To protect the company’s inter- 
est in the used car as well as that 
of the buyer, the DeRoy organi- 
zation also absorbs the fire and 
theft insurance. In this donation 
to the buyer General Manager 
Mortensen is frank in admitting 
that the cost of this insurance is 
approximately the anticipated re- 
bate of the finance company for 
volume at the end of the year on 
time paper offerings. The donation 
of the finance carrying charges is 
approximately the depreciation 
automobile dealers take on a used 
car after carrying it several 
months. The DeRoy organiza- 
tion is not setting itself up as a 
charity or benevolent institution 
but employing the plan as a 
shrewd business maneuver to 
move cars at a time when used 
cars are ordinarily difficult to 
sell. 


For the benefit of any dealer 


Dallas Used Car Stocks 


Turn Over Every 30 Days 


O’s”"— 
ventory values. 
firms reported a _ general 
turnover of 90 per cent or better | 
for the month. 

Eight firms reported material | 


DALLAS.—That used car stocks 
of local dealers are turning over 


approximately every 30 days is| 


revealed in the report of Decem- 


ber used car transactions in this | 
area, recently made public by J. | 
H. Connell, executive secretary of | 
Trades | 


the Dallas Automotive 
Assn. 

Connell points out that when 
the fall showing of new cars was 
first announced there was con- 
siderable speculation as to the 
effect of this move on the used 
car market. Concensus of opin- 
ion at that time was that a “glut” 
would follow stimulated new car 
sales, with fatal results for many 
poorly financed dealers. 


Stecks Move 


In Dallas, however, things have 
not worked out that way. Despite 
the fact that November and De- 
cember saw the highest new car 
sales totals registered since 1929 
—with a correspondingly large in- 
take of used cars—Dallas dealers 
have continued to move their sec- 
ond-hand merchandise at a sat- 
isfactory rate. 

An analysis of the transactions 
of 20 prominent Dallas firms over 
the past 60 days shows that the 
foregoing statement is justified. 

On hand Dec. 1, in the stocks 
of 19 firms, were 958 used cars. 
Detailed reports from these firms 
show actual sales of 1,071 units— 
from these stocks and new trade- 
ins received during December. 
Stocks on hand Dec. 1 were val- 
ued at $255,141. These stocks in- 
creased in value to $283,034, or 
9 per cent. 


Less Than 30-Day Stock 


The authorized system of re- 
ports embracing used car trans- 
actions of member firms, declares 
Connell, has for months recorded 
the fact that a large majority of 
those firms have kept less than a 
30-day supply of used cars in 
stock. These reports have laid 
emphasis on “turn-overs” — “T 





as to units and as to in- 
In December 14 
unit 


increases in the 
of stocks on hand as of Jan. 1: 
Firm Inventory Inventory 


Val. Dec. 1 Val. Jan. 1 
1 $11,942 $14,765 
4 9,493 12.433 
5 6,928 11,493 
19,960 29,485 
19,320 26,645 
2,121 2,583 
22,571 26,801 
29,699 31,098 


Important and significant de- | 


creases in inventories during De- 
cember were reported by firms 
Nos. 2, 3, 6, 9, 10 and 15. 


Market Held Own 


During the first half of Jan- 
uary, the Dallas used car market 
more than held its own as to total 
units transferred, Connell said. 
Six hundred and eighty-nine used 
cars were recorded as sold dur- 


ing the first half of January, | 


compared with 672 units in the 
first half of December. This in- 
cluded transfers by firms and in- 
dividuals. 


The following summary of the 
December report is offered by 
Connell in conclusion: 

Nineteen firms sold 1,071 units 
in December: per firm 56—value 
$243,812; per firm $12,832. Nine- 
teen firms had 1,070 units on 
hand Jan. 1: per firm 56—value 
$282,034; per firm $14,896. Eighteen 
firms sold 986 units in November: 
per firm 55—value $237,084; per 
firm $13,171. Eighteen firms had 
947 units on hand Dec. 1: per firm 
53—value $252,481; per firm $14,- 
026. Eighteen firms sold 947 units 
in October: per firm 52—value 
$223,705; per firm $12,428. Eighteen 
firms had 859 units on hand Nov. 
1: per firm 47—value $233,600; per 
firm $12,977. 


“inventory value” | 


DARK CLOTHING is found night traffic hazard. These two night- 
driving pictures, taken through the windshield of a 1936 Pontiac car, 
emphasize the increased protection assured pedestrians who wear 
light colored clothing while on the streets after darkness sets in. 


who may think that the DeRoy 
organization has a trick up its 
sleeve in the nature of a mark-up 
on the cars above the prices cur- 
rently quoted by other used car 
dealers or any of the established 
dealers in Detroit an inspection 
was made. The results show that 
every car offered for sale on the 
plan, is priced the same as on the 
open market up or down the 
street, 
All Reconditioned 


Further investigation showed 
that every car offered for sale is 
under cover in the DeRoy sales 
rooms and all are reconditioned. 
Fenders and dents in bodies have 
been bumped out and refinished 
in the reconditioning department 
adjacent to the used car display 
room. This permits the prospec- 
tive buyer to see how the recondi- 
tioning work in every detail is 
performed. Raising the hoods of 
cars, here and there at random, 
revealed that all motors have 
been steam cleaned to remove 
dirt and grease and that all mo- 
tors have been repainted. All the 
chassis have been cleaned and re- 
finished like new. Brakes are all 
adjusted and the cars winterized 
for instant operation and demon- 
stration. All makes of cars are 
| offered so that in the event of 
| the buyer having any preference 
| for any make he can have his 
| choice. 
| No change has been made in 
the salesmen’s commissions either, 
and the men on the floor as well 
= those who 


| 
| 


NICHOLAS DREYSTADT 
(right), general manager of the 
Cadillac Motor Car Co., and Don 
E. Ahrens, general sales mana- 
ger, have left Detroit, by air to 
make a survey of business condi- 
tions throughout the Pacific Coast 
| area, 





are out soliciting | 





used car business are working 
enthusiastically because of the 
lessened sales resistance through 
reconditioning and the favorable 
finance arrangements. 

In discussing the plan Morten- 
sen says, “It is simple. There are 
no strings and no camouflaging 
of facts. The plan is a means for 
getting quick action during Janu- 
ary and we are in_ position 
financially to make the offer. Its 
simplicity is its success and we 
are delighted with the results we 
have obtained. The plan has 
made us new friends and addi- 
tional used car prospects.” 


Getting Action 

When asked why the sale was 
limited to January, he added, “If 
we advertised that the sale was 
to extend over a period of several 
months, many buyers would wait 
until the end of the sale. Our 
offer prompts the buyer to come 
in now and what every dealer 
with used cars to sell needs is 
action now instead of in the 
spring, when sales are easier. We 
are getting our action now.” 


‘Winterized’ Campaign 
Is Started by Dodge 


DETROIT. — Convincing pros- 
pective buyers that used cars and 
trucks bought from Dodge deal- 





ers are completely reconditioned | 


and ready to drive in winter 
weather, the third annual “win- 
terized” sales campaign was 
started last week here by 29 
Dodge dealers in a co-operative 


movement under the supervision 
| of C. E. Sering, director of used 


vehicles merchandising of the 
Dodge division of Chrysler Corp., 
and W. J. Collier, regional used 
vehicle merchandising represent- 
ative for the Detroit territory. The 


campaign will continue until 
Mar. 1. 

This “winterized” used car mes- 
sage is being brought to the De- 
troit public through newspapers, 
magazines, street-car cards, win- 
dow displays, banners, pennants 
and advertising tire covers. These 
forms of advertising will continue 
throughout the campaign. Before 
the Detroit campaign has ended, 
it is probable that the movement 
will be started on the same co- 
operative basis by Dodge dealers 
in other cities. 

Pointed out in this “winterized” 
drive are certain important fea- 
tures that are identified with the 
used cars and used trucks sold by 
these dealers. They include serv- 
icing of brakes, testing of brakes 
and their final inspection, condi- 
tion of tires, selection of proper 
oil and grease, battery inspection, 
check-up of the engine and radi- 
ator and a test of the windshield 
wiper. 


More Farmers 
Will Buy Cars 


Declares Tracy 


DETROIT.—Six out of every 10 
farm families in the United States 
have an automobile, and judging 
by present indications there will 
be a still greater proportion by 
the end of 1936. This was the 
observation of W. R. Tracy, Hud- 
son vice-president in charge of 
sales, following a swing through 
the country. 

“During 1935,” said Tracy, “there 
was an appreciable increase in 
car sales in rural communities, 
and this gain is continuing. For 
the first nine months of 1935, sales 
in communities under 2,500 popu- 
lation showed an increase 23.9 per 
cent over the total sales for 1934, 
according to a _ representative 
group analysis of total car sales. 
Sales in communities of from 2,500 
to 5,000 population showed an in- 
crease of 16.8 per cent, while 
figuring rural communities as a 
whole, an increase of 18.4 per 
cent is shown for the first nine 
months of 1935 against the entire 
year of 1934. 

“When the farmer has money, 
he is one of the best spenders in 
the country. Latest available 
records show 30.5 per cent of all 
farm homes are equipped with 
telephones and that 20 per cent 
have radios. These percentages 
probably will be still greater when 
the latest figures are tabulated. 

“The farmer already is noting 
an increase, figures showing the 
gross returns for 1935 to be 12 
per cent greater than for 1934, 
Cash farm incomes in 1935 were 
more than 55 per cent greater 
than the low point reached during 
the depression while farm income 
over interest and taxes has 
doubled since the depression bot- 
tom was reached.” 


Washington Assn. Reports 


On Used Car Stocks, Sales 


WASHINGTON.—Reports from 


| all members of the Washington | 
Automotive Trades Assn. on used 
| car stocks and sales for Decem- | 


ber have been listed in a bulle- | 


| tin sent to members to indicate | 
| fast and slow-moving stocks. 


This is the first time all 51 


| members of the association have 
| reported, with the result that 
| compilations are 100 per cent of | 
| Total 


the used car picture here. 


Stocks on hand at the end of | 
December showed 4,761 used cars, 
with 947, or 20 per cent of these, 
1931 models. Sales during Decem- 
ber totaled 2,368 units, with 16.9 | 
per cent of them 1931 models. A | 
comparison of stocks and sales | 
shows a two-months’ supply on 
hand. 


in stocks and sales follows: 
Stock % Sales % 
1927 or older 114 2.4 139 66 
235 5.0 170 71 
141 397 169 
16.5 336 142 
20.0 396 142 
13.0 250 105 
111 207 66 
12.2 277 11.0 
196 82 

2,368 
than a 45-day 


4,761 


*Denotes more 


| stock, based on December sales. 


From the compilation, it is ap- 
parent that 1935 models are in a 
fairly lively demand and stocks 
are not excessive. Other models 
are slow and show too heavy a 


| stock. Dealers have been cau- 


tioned to bear these figures in 
mind in trade-ins to avoid slow- 


Comparisons of various models! moving stocks. 
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tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
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SATURDAY, JANUARY 25, 1936 


Back in Your Lap 


aap announced this week to forego any further 
study of NRA seems to end hope that some revival 
of this law might result in a control of used cars. This 
puts the used car problem right back in the industry’s lap. 
It is now a family affair which must be settled by dealers 
and manufacturers and in the best public interest. 


The program announced last week by NADA seems to 
offer a common ground upon which to meet. According 
to the NADA, this program has been submitted to com- 
petent legal authorities and to date no flaws have been 
found. The only force required to put the program into 
effect is the willingness on the part of manufacturers and 
dealers to do so. 


The ideal outlined in this program, as we view it, is that 
the dealer must make a gross profit of 20 per cent in his 
used car department. Naturally, it would be impossible 
to realize such a goal over night. The program has 
dropped the maximum allowance principle of the code and 
has substituted instead the gross profit margin to shoot 
at. In this connection it must be made clear that the 
GROSS profit does not mean NET profit. Whatever net 
profit the dealer makes is his business. Under this pro- 
gram a dealer is not bound in anyway in the matter of ex- 
ercising his own judgment other than that his used car 
dealings as a whole must show a gross profit. 


Perhaps, our real trouble lies in the fact that we have 
all come to consider the used car as an article which must 
be handled in order to sell new cars. As a matter of fact, 
the demand for used cars is as great as the demand for 
new cars. There are more people who can afford used cars 
than people who can afford new cars. Used cars are good, 
saleable, valuable merchandise. That such merchandise 
should be sold at a loss is a pretty sharp indictment of our 
entire merchandising method. 


By establishing a gross profit ideal we would soon have 
dealers showing a reasonable net profit on used cars. 
When this comes to pass it is likely that our entire used 
car thinking would be changed and the vexsome used car 
problem would automatically solve itself. With NRA and 
the Federal Trade Commission holding out little hope for 
relief this whole problem must find its solution in the 
industry itself. The sooner we recognize this and the 
ener we all do something about it the better off we will 


Attacking the Accidents 


STARTING this week the entire automotive industry has 
launched a campaign aimed at reducing the number of 
accidents on our highways. This campaign is basically 
educational and should go far toward providing the public 
with a wealth of information on safe driving which is 
bound to be effective. There can be little question in any- 
one’s mind that the chief responsibility on the part of the 
industry is to build the safest, sanest cars it can possibly 
build. That the industry is now going beyond this re- 
sponsibility is to its credit. We sincerely wish it success 
and urge the support of every man in the industry, and 
every driver on the road, to help in completing the task 
the industry has set for itself. 











By the Publisher 


LET’S LOOK AT From Bill 
THE RECORD Hoard III, of 
Fort Atkin- 
son, Wis., comes a squawk that 
perhaps our editorial entitled 
“AAA Death Discounted” (Jan. 
11) will be misinterpreted by some 
readers who “are apt to get the 
impression that unless farmers 
receive benefit payments of one 
kind or another in the future, the 
days of ’31 and ’32 will again be 
with us. “What would be wrong,” 
writes Bill, “with telling your 
good readers that the dropping of 
the AAA has already caused con- 
siderable glee (or whatever you 
want to call it), in many farm 
communities. Hogs already have 
advanced in price. ***The fact 
that benefit payments were only 
temporary relief may make some 
folks believe that these payments 
should be prolonged forever!” 


* * * 


THANKS, BILL, and as your 
friend (7?) Al Smith, might say, 
“let’s look at the record!” Asa 
matter of fact, the figures which 
have been dug up for me paint 
even a better picture than most 
of us. optimists would have 
dreamed; for instance: Cash in- 
come of the American farmer 
reached $6,900,000 last year, ac- 
cording to official estimates of 
the Department of Agriculture. 
This total shows a gain over 1934 
of $633,000,000—better than 10 per 
cent—although benefit payments 
dropped 20 per cent from the 1934 


level! 
ok o* * 


THAT DOESN’T look as 
though the demise of AAA would 
put much of a damper on the 
amazing sales of new cars and 
trucks in the farming states 
which the past year has shown. 
Even dealers in Iowa, Nebraska 
and Minnesota, where the benefit 
payments have been particularly 
large, reported a week ago to 
ADN that after the first set-back 
of the supreme court’s blow they 
expected sales to go back to a 
normal basis and that for the 
spring and summer selling season 
the prospects were excellent. 


* * * 


THEN THERE is the probabil- 
ity, now even stronger than when 
we first mentioned it in this col- 
umn (Jan. 11) that there will be 
some sort of a substitute measure 
to take up the slack caused by 
the AAA decision in the spots 
where it is apt to pinch most. 
This legislation will be forced 
through by the Republican as well 
as the Democratic congressmen, 
and it is just as safe a bet as the 
one we made (and for which we 
had no takers) that the bonus 
bill would float through during 
the early days of the present ses- 
sion with the same ease as that 
made famous lately by a certain 
aerialist. Even the “Literary Di- 
gest” honored this columnist by 
reprinting (Jan. 25) my comment, 
“What are we going to do with 
this unexpected shower of ready 
money? Well, we are going to 
buy an automobile, probably a 
nice, new shiny one, but anyway, 
a better car than the one we are 
now driving!” 

+ + * 


WELL, THE AAA is past his- 
tory and so is the bonus bill—all 
we are waiting for is the nice 
crisp bonds for which we assume 
there will be a pretty demand. 
Perhaps there will be some sort of 
a transaction worked out by the 
finance companies whereby they 
will accept from the dealer these 
properly endorsed certificates for 
the down payments on motor cars 
and trucks, so that the veterans 
who receive them can enjoy the 
comfort and safety of a new ve- 
hicle even prior to June 15. If 
this is possible we predict some 
new registration ‘‘highs’’ for 
March, April and May.—G. M. S. 
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Team Work Can Win 


In This 


Corner 


The views ex in this column are those of our readers 
and do not oa 2 with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Used Car Plan 





I have read the proposed used car 
control plan as outlined at the NA 
DA meeting at New Orleans and, in 
my opinion, trying to enforce this 
plan as outlined on a 20 per cent 
gross profit on dealers’ used car 
departments is impracticable and un- 
workable. There are too many loop- 
holes for the unscrupulous dealer to 
crawl through and the cumbersome 
system of auditing, etc., would soon 
break this plan down of its own 
weight. We need action now to 
control wild trading and used car 
losses and I do not believe that this 
plan will answer our purpose even 
if the manufacturers consented to 
the provisions of the plan. I be- 
lieve that if any other dealers feel 
about the plan as I do, they should 
submit their plans and proposals 
and perhaps we can work out a 
workable plan. Here is my sugges- 
tion: 


Set up a maximum allowance on 
each model of used car similar to 
the way it was handled under NRA 
so that each individual deal may be 
checked if necessary to catch any 
violations as they are made, rather 
than wait several months to find 
out if a dealer is operating on a 
20 per cent gross in his used car 
department. This system worked 
out splendidly while it was in force 
under NRA and the only weakness 
was the lack of support by NRA 
officials in enforcing it. This, of 
course, allowed a few dealers to 
overtrade and eventually break down 
the entire structure. Of course it 
would be absolutely necessary to 
have the manufacturers back up this 
plan 100 per cent by inserting a 
clause in all dealer contracts that 
continued violation of this agree- 
ment would mean cancellation. A 
dealer cancelled out for this reason 
should find it rather difficult to find 
another franchise available with any 
other manufacturer. It is not hard 
to recognize the small percentage 
of dealers in any community who 
are persistent violators and the re- 
maining dealers would see that the 
guilty ones were reported and steps 
taken to correct them. It would 
not be long before the chiselers were 
either stopped from making further 
over-allowances or caneelled out. 
During the early months of NRA 
we sold more cars and made a larger 


profit per car than at any time dur- 
ing the past five years. The legal 
part of this plan could, I believe, 
be worked out and of course 100 
per cent co-operation on the part 
of the manufacturers is absolutely 
essential. 

To sum up, I believe that this 
plan would enable the dealers to 
once more retail automobiles at a 
profit, make a more substantial 
dealer body and in no way retard 
the sale of new cars. It would give 
the customer a fair price for his 
used car, the dealer a _ legitimate 
profit and weed out the unfit and 
unscrupulous dealers.— Charles R. 
Hearn, president, Broadway Hudson 
Co., Chicago. 


AS OTHERS 
SEE IT 


Motor Industry Acts 


We commend the automobile in- 
dustry for its decision, announced 
through Alvan Macauley, president 
of the Automobile Manufacturers 
Assn., to help finance an extensive 
campaign to reduce automobile ac- 
cidents in 1936. 

The industry once more proves 
itself public-spirited. : 

The platform of the association 
includes this paragraph: 

“We will continue to support 
a sound scientifie approach to 
a solution of the traffic prob- 
lem, believing the same methods 
which have given America safe 
cars will protect their safe use.” 
And Mr. Macauley’s statement 

says further: 

“The motor industry is keenly 
aware of the futility of sporadic 
attacks on the driver accident 
problem. Such attacks empha- 
sizing the morbidity and horror 
aspects are not effective. In fact, 
we are inclined to believe that 
they may actually add to the 
hazards of the situation.” 

We believe these two paragraphs 
bear out our oft-repeated conten- 
tion that the engineering approach 
is the right approach to the solu- 


(Continued on Page 17, Cel. 5) 





NADA Treasurer’s Report Shows $109, 203 Balance 
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Net Income for Year 1935 
Was $18,725 > Says Stewart 


DETROIT.—The following con- 
densed 1934-1935 report of Na- 
tional Automobile Dealers Assn. 
finances was made public at the 
recent NADA meeting in New 
Orleans by Louis M. Stewart, 
treasurer. It reveals a net in- 
come for 1935 of $18,727.15 and a 
balance of $109,203.59. 

December 
Assets 31, 1935 31, 


Cash in bank, in transit 

and on hand ........ $209,638.53 
Advances 1,134.24 
Deferred charges 15,981.55 


$226,754.32 


December 
1934 


$383,834.41 


Liabilities 


Accounts payable 
Salary payable 
Commissions payable .. 
Reserves 

Unearned income 
Surplus 


$ 43,375.05 
4,100.00 
12,948.50 
28,917.80 
228,887.53 
65,605.53 


$ 29,516.95 


9,314.00 
5,159.60 
73,560.18 
109,203.59 


$383,834.41 


RECONCILIATION OF SURPLUS | 
Balance, Dec. 31, 1934 $ 65,605.53 | 
Add: | 

Net income for the year ended | 
Dec. 31, 

Transfer of reserve for national 
administration 


25,520.87 | 


$109,853.55 
Deduct: 
Refund of 1933 
memberships 
Income from subscriptions 
taken up in 1934 on which 
the dates of expiration 


have been extended .... 593.74 649.96 | 


Balance, December 


31, 1935 .. $109,203.59 


Income Earned $454,588.83 
EXPENSES 
Salaries 
--$ 56,141.33 
83,242.48 
39,562.50 $178,946.31 


Traveling expense 


17,036.33 
3,476.95 
34,803.68 


Executive 
Clerical 
Fieldmen 





Executive .... 
Clerical ° 
Fieldmen .... 
Commissions .. 
Accounting 
expense 
Addressograph 
supplies 
Bank expense . 
Dues and sub- 
scriptions.... 
Equipment ... 
repairs 
Freight and 
express 
Insurance .... 
Meetings 
Miscellaneous 
expense .... 


55,316.96 
1,057.00 


6,781.28 


413.41 
614.77 


526.96 
1,558.19 
177.22 


1,327.08 
968.61 
26,787.24 


2,537.43 


Postage 
3,839.69 
9,526.70 

Printing 


- 107,206.54 
8,889.79 116,096.33 
7,862.71 


Publication .. 
13,366.39 


Publications 


Stationery and 
office supplies 
Tabulating 


8,370.71 


5,673.26 

Telephone and 
Telegraph .. 7,828.61 
Trade survey . 1,464.58 
Legal expense 3,063.70 
$440,738.75 


General expense charged to National Control 
Committee 4,877.07 435,861.68 


Net income for the year ended Dec. 
31, 1935 .. $ 18,727.15 


FRONT END VIEW of the new 
Mack jr. truck which was an- 
nounced this week by Mack 
Trucks, Inc., marking the com- 
ery entry into the light truck 

eld, 





Caen Buick 


Sales Meetings 


Next Two Weeks | 


FLINT, Mich.—The first quarter 
outlook and plans for sales activ- 
ity during that period will be 
discussed by W. F. Hufstader, 
general sales manager of the 
Buick Motor Co., at a series of 
dealer meetings scheduled during 
the next two weeks throughout 
the middle-west and the south. 


He will tour key points in the 
middle-west and south, his itin- 


1 nancies tieetentiacine 











MACK TRUCKS, INC. have entered the low-price truck field with 
a line of light Mack jr. trucks and buses. The truck shown above is 
a 166-inch wheelbase truck with a gross rating of 11,500 pounds, It 
is powered with a six-cylinder engine which develops 74 horsepower 
at 3,000 revolutions per minute. 


erary including Milwaukee, Min-/|lanta, Jacksonville and Charlotte. 
neapolis, Kansas City, Chicago,|A meeting of dealers in the De- 
St. Louis, Memphis, Dallas, At-| troit area will be held on Monday. 
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Sana All Recorill 
Smashed in 1936 


LOUISVILLE, Ky.—The Ameri- 
can automobile industry will 
smash all records in 1936, H. G. 
Moock, vice-president of Plym- 
outh, told his local representa- 
tives Tuesday. 

“Automobile sales already show 
the stimulating effect of the re- 
cent shows,” said Moock, “and al- 
most every manufacturer reports 
substantial gains in deliveries this 
month. Factories are pushed to 
capacity production to meet the 
demand for new cars.” 

In his message to salesmen 
Moock said that the crowds visit- 
ing Plymouth showrooms since 
the announcement of the 1936 
cars have been the largest in 
history. 


TO MAKE SUPERIOR “PARTS” 


” the production of automobile 


out many of the usual expensive 


parts, either large or small, 
NaTIONAL-SHELBY Seamless 
Tubing offers you a material of 
endless possibilities. It will cut 
your costs. Give you a product 
lighter i in weight, longer lasting in 
service. 

By simple swaging, expanding 
or upsetting, Nationa.-SHeLsy 
Seamless Tubing — either hot- 
finished or cold-drawn—will form 
superior axles and housings. Other 
parts—steering tubes, drag links, 
tie rods, torque tubes, bushings, 
rocker arm shafts, and_ similar 
specialties—can be produced with- 


machining and grinding operations. 


For each particular part you 
make, there is a whole family 
of Nationat-Suetsy Tubing — 
round, square, oval, rectangular 
—to make it better, cheaper. Our 
business is to help you by suggest- 
ing the right grade and treatment 
of steel, the most economical form 
to fit your needs. 


It will pay you to investigate 
this versatile material. Send your 
blue prints or specifications to 
NATIONAL TUBE COMPANY, 
Pittsburgh, Pa. 


Pacific Coast Distributors—Co.umBtia Steet Co., San Francisco. 
Export Distributors—Unitep States Steet Propucts Co., New York. 


UNITED STATES STEEL 
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New Chevrolet Trucks Show Many Improvements 


Have H ydraulic Brakes, 


Several Engine C han ges 


(Continued from Page 1) 


stronger housing that includes a | 
malleable 
and seamless steel axle tubes. 
Rear axle loads are carried on the 
housing, instead of on the axle 
shafts, which now have only to 
drive the wheels. 


Passenger car comfort for the 
truck driver is claimed in the 
new coupe type cab, which pre- 
sents a streamline appearance 
and reduced over-all height in an 
all-steel structure having a.one- 
piece solid steel top. The cowl, 
windshield, steel top, and cab 
proper are combined in a single 
unit, riveted and welded together 
and reinforced by steel braces. 
The underbody is sheet steel, 
welded to the sides. The doors 
also are entirely of steel, while 
the cab interior, including instru- 
ment panel and door panels, is 
trimmed with steel having a 


MANY IMPROVEMENTS in 
appearance and trim are shown 
in the 1936 Chevrolet trucks. This 
view shows the wide fenders, the 
chromium - plated radiator grille 
and the new arrangement of hood 
louvres. 


crackled finish in brown, match- 
ing the upholstery. The seat back 
is adjustable. The windshield, 
which slopes at an angle of 16 
degrees, may be opened by a 
crank regulator. Dials in the in- 
strument panel are grouped in 
front of the driver; a package 
compartment is provided at the 
right side. 
Radiator Wider 

In both chassis models, the rad- 
iator, 
guard have been restyled. The 
sloping “V” radiator is wider at 
the base; the grille, formerly 
black, is chromium plated. The 
new hood carries two horizontal 
louvres, above which is mounted 
a large trade-mark emblem, in 
blue and chromium. Front fend- 
ers, extending lower in front, 
have deep skirts at the sides, 
concealing the chassis parts. A 
new convex chromium front 
bumper bar has been added to 
the 1%-ton model. 

In changing to hydraulic 
brakes on both chassis models, 
Chevrolet has adopted this prin- 
ciple of brake actuation to its 
own design of brake mechanism 
within the brake drums. A hy- 
draulic cylinder with double op- 


iron differential case | 








hood, fenders and splash | 





posed pistons is used to actuate | 
each pair of articulated brake 


shoes. The master cylinder, whose | 
is moved by the brake | 


piston 
pedal to transmit pressure by a 


column of fluid to each of the | 
is mounted on | 


wheel cylinders, 
the frame in the 1%-ton model, 
and on the clutch housing of the 
half-ton. 

The master piston is one inch 
in diameter on the half-ton and 
1% on the 1%-ton,; while wheel 
piston diameters are varied to 
procure proper distribution of 
braking effect at the front and 
rear wheels. 


Ribs Cool Drums 

The hand brake lever actuates 
both service brake shoes in each 
rear wheel. The connection is by 
flexible cable, attached to a lever 
and toggle mechanism within the 
rear brake drums. 

On the half-ton, brake drums 
are of composite construction, 
comprising a cast iron rim and 
a pressed steel web. The outer 
surface of the drum is machined 
in deep grooves that form five 
ribs, to promote cooling. 

On the 1%-ton, the effective 
brake lining area is 330 square | 
inches, 56.6 square inches more 
than formerly. 

Engines of the two chassis mod- | 
els are identical in design and in | 
horsepower and torque. Maxi-| 
mum horsepower is 72 at 3200 
r.p.m. At 1000 r.p.m. horsepower | 


| is 30; at 2000 it is 57%. Maximum 


torque is obtained over a wide 
range of engine speeds, 155 foot 
pounds being maintained all the 
way between 900 and 1500 r.p.m. 

The increase in compression 
ratio to 6 to 1 is credited with 
effecting a 6 per cent improve- 
ment in fuel economy. Combus- 
tion chambers have been re- 
shaped to attain smoothness with 
the higher compression. 


Balanced Carburetor 


The balanced carburetor is an- | 


other innovation. Air pressure in 
the float chamber is balanced 
with that inside the carburetor 
intake, to effect a constant ratio 
of air to gasoline in the fuel mix- 


| ture and to offset the choking ef- 


fect that gradually increases as 
the air cleaner becomes clogged 
with dust. 


Improvements have been made 
in the cooling system to maintain 
lower engine temperatures, and | 
to attain benefits in the control | 
of engine oil temperature and of 
cylinder block and valve push rod 
expansion. The chief change is 
the adoption of full-length water 
jackets. Formerly, only the up-| 
per part of the cylinders were | 
water jacketed. In the new en-| 
gines, the water jacketing ex- 
tends below the lowermost point 
reached by the head of the piston, 
nearly to the lower edge of the 
piston skirt at the bottom of the 
stroke. The rings thus come in 
contact only with a cylinder wall 
surface that is constantly cooled. 


Further improvement in engine | 
cooling has been made by changes | 


in the radiator cores of both mod- 
els. In the half-ton truck, the core 


is now made of copper, as on the | 








1936 CHEVROLET 1%-ton truck with stake body, showing details 
of new styling, and the redesigned cab with one-piece solid steel top. 


1%-ton truck core, which gives 
increased efficiency because of 
its greater heat conductivity. The 
core of the 1%-ton has been pro- 
vided with enlarged area of air 
fin surface, to increase its cool- 
ing capacity. 
Generators Ventilated 

Generators are equipped with 
ventilators, 
temperature at about 80 degrees 
higher than that of the atmos- 
phere. 

Clutch improvements include 
the use of a new shot-blast pro- 
cess of treating the cushion 
springs of the disc, resulting in 
greater durability and a more ac- 
curate alignment of the clutch 
release levers, it is said. 

The steering gear of both mod- 
els has been improved in action 
| and durability by the adoption of 


| from .130 inch to .156 inch, and | 


which stabilize the} 


a greater radius. Under a light 
load, therefore, the contact be- 
tween the surfaces of the roller 
and the races is slight. As the 
load increases, the elasticity of 
the material compreses the rol- 
lers and races so thatea greater 
area of surface is brought into 
contact. In other words, the ca- 
pacity of the bearings increases 
as the load increases. 
Self-Aligning Bearings 

The new bearing is self-align- 
ing. It is composed of three parts 

-the inner and outer races and 
the roller and cage assembly. 
Each of these parts may be serv- 
iced separately. 

Two of the new bearings are 
used in each rear wheel. The in- 
ner bearing is larger, having 15 
per cent greater capacity than 
| the outer bearing. The outer bear- 
| ing has 18 rollers, and the inner 
bearing 19 rollers of greater 
diameter. 

Wire wheels used on the half- 
ton trucks have been made 
stronger and more rigid by an in- 
crease in the rim metal thickness 





| by a new design of the spoke 
| holes, providing a stronger at- 
tachment of the spokes, which 
re riveted to the rim. 


s iecsiinnee ae 


| Truck Law Explained 

LOUISVILLE, Ky. — Procedure 
|in filing tariffs and classifications 
necessary under the new federal 
|act placing motor truck lines un- 


= | tion. 


INTERIOR of the all-steel cab 
of the 1936 Chevrolet truck. 
The gasoline tank filler neck ex- 
tends from under the seat cushion. 


a larger pitman shaft with longer 
bushings, and a 
arm. 

The front spring hanger of the 
1%-ton truck now incorporates 
two safety stops, to limit the 
movement of the axle in case of 
spring breakage. These stops are 
heavy lugs on the hanger, allow- 
ing normal shackle movement but 
capable of taking the entire load 
should the main leaf of the spring 
break. 

Tank Under Seat 


The fuel tank in the 1%-ton 
models with cabs is now mounted 
under the seat, with no connec- 
tion to the chassis frame. The 
filler cap extends from the seat 
riser, so that it is not necessary 


| to raise the seat cushion or for 
| the driver to leave the cab when 


the tank is to be filled. The fuel 


| capacity of this tank has been 
| increased to 18 gallons. 


A development in bearing de- 


| sign marks the practice adopted 
| by Chevrolet in the 1%-ton mod- 
| el full floating rear axle. The load 


at each wheel is carried on two 


Hyatt roller bearings of new type. | 


The new bearing uses barrel-type | 
rollers, the bearing surfaces being 


HALF-TON CHEVROLET pick-up truck, showing the lines of | ground radially. The bearing sur- 
the new steel top cab, which brings passenger car comfort to the 


truck driver. 


| faces of the inner and outer races | 


also are ground radially, but on 


larger pitnam |, 


der the Interstate Commerce 
Commission was explained to 
|}operators last Friday by H. C. 
Kelting, secretary, at the Motor 
| Truck Club of Kentucky conven- 


Albert Forrest, 
|of the motor carrier division of 
the Interstate Commerce Com- 
mission, aided operators of both 
interstate and intrastate carriers 
in filing applications. 

L. J. Benton, president of the 
club and a member of the Na- 
|tional Tariff and Classification 
Committee, spoke on the same 
| subject, after which M. J. Parlin, 
Louisville, spoke on tariff bureaus, 
|the extent of their operation and 
territory covered. 

W. L. Stodghill, fourth vice- 
president of the American Truck- 
ing Assns., Inc., introduced of- 
ficers and directors of that or- 
ganization, followed by an ad- 
dress by Ted V. Rodgers, Chi- 
cago, president of the firm. The 
convention concluded Saturday 
| with a | banquet. 


|farm tractors 








representative | 





GMC Builds Big Trailer 


To Haul Tractor in Tests 


NEW YORK. — To transport 
in a nationwide 
series of demonstrations in the 
agricultural areas, Chevrolet en- 


| gineers have designed a new truck 


and trailer for the Ethyl Gaso- 
line Corp. 

Built by the General Motors 
Truck Co., the semi-trailer is 26 
feet long and 8 feet wide, and 


lis the largest ever used with a 
| Chevrolet truck-tractor. This unit, 


it is expected, will be the fore- 
runner of many others which will 
be built to meet the special haul- 
ing requirements of farm ma- 
chinery dealers. The truck-tractor 
is powered with a standard Chev- 
rolet high compression truck en- 
gine. 

The farm demonstration con- 
sist of running a high compres- 
sion tractor burning 70 octane 
gasoline against a low compression 
tractor of the same make and 
model burning distillate. The high 
compression equipment, it is as- 
serted, can do about 50 per cent 
more work than the low compres- 
sion unit on the same amount of 
fuel, or it can do the same amount 
of work and use about a third less 
fuel. 


FRONT SPRING HANGER of 
the 1%-ton 1936 Chevrolet truck 
has been provided with two 
safety stops which, in case of 
failure of the main leaf of the 
spring, will support the load and 
prevent the front axle from 
weaving out of line. 


To Buy Trucks 


DENVER.—Equipment valued at 
more than $200,000 will be pur- 
chased within the next few days by 
the state highway department, W. 
R. Hentschel, assistant state pur- 
chasing agent, said. Included in the 
contemplated purchases are 25 four- 
wheel five-ton trucks, five one and 
a half ton trucks, and a number of 
snow plows. 

The equipment will be an impor- 
tant factor in speeding the 1936 
highway program, it is expected. 


W ould Limit Gas 


FRANKFORT, Ky.— Representa- 
tive C. L. Hammons, of Knox 
county, has introduced a bill (H.B. 
120) to provide that no more than 
25 gallons of gasoline shall be car- 
rier in any motor vehicle. 


ADOPTING HYDRAULIC BRAKES for both the half-ton and 
1%-ton chassis, Chevrolet has applied its own design of brake me- 


chanism at the wheels. This photo shows the brake layout of the 
1%-ton truck with the master cylinder mounted on the frame. The 
hand brake operates both shoes of both rear wheels through flexible 


‘ cable control. 





WASHINGTON. — Retail trade | mel | 
in substantially all parts of the | 
country maintained a consistent 
upward trend during the week 
ended Wednesday, Jan. 22, De- 
partment of Commerce reports 
from 33 key cities today indicated. 
In a few isolated cases, the vol- 
ume dropped below the levels of 
the corresponding period last year 
but in the country as a whole 
there were no indications of any 
slowing up in the forward move- 
ment of trade improvement. 

In New York, the pace of busi- 
ness reflected a strong tone and 
the results for the week were re- 
ported as_ satisfactory. Phila- 
delphia indicated that business 
activities continued to climb to 
higher levels with sales exceed- 
ing the volume of the correspond- 
ing week last year by 7.6 per cent. 
In Chicago, the gains were only 
slightly ahead of last year, while 
in Boston substantial increases 
were shown. 

Atlanta, St. Louis, Minneapolis, 
Detroit, Seattle, Indianapolis, Los 
Angeles, Louisville and New Or- 
leans were among the other cit- 
ies where trade activities moved 
forward in consistent fashion. 
Meanwhile, some falling off was 





noted in Cincinnati and Washing- 
ton, while in Kansas City and San 
Francisco trade proceeded on 
about the same basis as last year. 

Reports from many parts of 
the country gave evidence of con- 
fusion and hesitation as the re- 
sult of the AAA decision. In New 
York it was stated that in a few 
lines directly affected by the pro- 
cessing tax decision orders re- 
mained “negligible and confusion 
still reigned.” 

Most cities reported industrial 
progress. Detroit indicated that 
the General Motors Co. will soon 
let the contracts for a $7,000,000 
stamping plant in Grand Rapids, 





while the Ford Co. is asking bids 
on a $500,000 continuous glass 


Duty Needless, 
Advisor Tells 
Tariff Board 


MONTREAL. — Canada could 
have a healthy automobile indus- 
try without any duty protection, 
Dr. W. A. Carruthers, economic 
advisor to the British Columbia 
Government, told the tariff Board 
at the last session of the motor 
car hearing. 

The automobile industry, Dr. 
Carruthers said, had never tried 
to get along without protection. 
It had developed out of the old 
carriage industry which enjoyed 
protection of 35 per cent and 
naturally had taken advantage of 
all the protection it received down 
through the years. With the in- 
dustry now well established, 
staffed with clever executives, and 
enjoying the natural advantage of 
being on the spot, he believed it 
could prosper without protection. 
It would mean adjustments and 
some people would lose jobs and 
have to find others, but it would 
help the country in the long run. 

Canada’s tariff structure placed 
British Columbia in an adverse 
trading position, he said. That 
province had to pay heavily for 
its automobiles made in Ontario 





and got no corresponding benefits | 


from the industry. 

Wishart Robertson, representing 
Nova Scotia, New Brunswick and 
Prince Edward Island, said the 
Maritime provinces desired keenly 
a reduction in the price of auto- 
mobiles. Ontario and Quebec 
obtained more revenue from taxa- 
tion of automobiles than was 
spent on highways. The Mari- 
times, however, with smaller 
resources were compelled to take 
revenue from other sources to 
build and maintain their motor 
roads. 
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Retail Trade Gain Reported by U.S. Commerce Dept. 


Country as a Whole Shows 
No Sign of Slowing Pace 


melting furnace. Philadelphia 
reported that eight new manufac- 
turing and 15 new wholesale firms 
located in that city during De- 
cember. The Granite City Steel 
Co. in St. Louis announced a $1,- 
000,000 program to include instal- 
lation of equipment for the gen- 
eration of its own power for plant 
operations, while Birmingham was 
expressing enthusiasm as con- 
struction started on a new $6,- 
000,000 industrial water project. 


Motor Taxes 


Doubled from 
1924 to 1934 


NEW YORK. — Motor vehicle 
owners have become doubly-taxed 
citizens who contribute, through 
special automotive taxes paid in 
addition to regular taxes, more 
than 14 per cent of all state and 
local tax revenue. 


Tax reports received by the 
American Petroleum Industries 
committee indicate that in 1934 





these special automotive taxes 
amounted to $947,956,000, or 14.5 
per cent of state and local tax 
collections totalling $6,508,000,000. 
Tax reports for 1935 are not com- 
plete, but in 1933 special additional 
automotive levies represented 14.3 
per cent of total state and local 
collections, and in 1932 amounted 
to 14.2 per cent. 


The committee’s compilation of 
tax reports indicate that special 
automotive taxes have increased 
nearly 160 per cent in the period 
1924-1934, while total state and 
local taxes have increased only 
about 40 per cent. It was ex- 





plained also that the reports do 
not include the federal automotive 
taxes, which add several hundred 
million dollars annually to the 
motor tax bill. 


The larger portion of the addi- 
tional tax bill represents state 
taxes upon gasoline, the cost of 
such levies exceeding $500,000,000 
annually in recent years. State 
gasoline taxes for 1935 are esti- 
mated at more than $600,000,000. 
Here again, it was pointed out, 
there is an additional bill for 
federal gasoline taxes, amounting 
to $170,000,000 annually. 


Take a Look at the Sales Made by a 


-.. rerrifory Is Still Open 


Tue PROOF of the opportunity 
provided by the International Truck franchise 
is in the sales records of the dealers. Here 
are but a few of the many hundreds of Inter- 
national dealers who are doing a successful 
business year in and year out. The size of the 
town doesn’t count — Internationals are fast- 


E. Earl Shade, 
Winchester, Va. 


67° 
51> 
55 »» 
62° 


153 


b 
57 fon oe Md. 


Huntsville, Ala. 


Machine Co., 
Laurel, Mont. 


Co., Tampa, Fla. 


Steinla Motor Co., 


55 by Younger’s Motor 
Truck Co., 


Alexandria, La. 
F. B. Hart, 


104°” 
90°” 
71% 


Lancaster, Pa. 


Dickson, Tenn. 


Cressona Auto Body 
Works, Cressona, Pa. 
Bush Service Station, 


O. M. Wold Farm 


Orange State Motor 


Sacramento, Calif. 
Henry E. Martin, 


Bowman & Dennison, 


W. P. Hurst, 

Tyler, Tex. 

George W.Wayman, 
Covington, Ky. 
Markle Transfer Co., 
Glasgow, Mont. 
Cage Implt. Co. 
Corpus Christi, Tex. 


J. B. Hinson, 
Waycross, Ga. 


sapere Motor 
Truck Co., 
Clarksburg, W. Va. 
Asaki Garage Auto 
Sales Co., 

Los Angeles, Calif. 
Quinn R. Barton,Inc., 
Jacksonville, Fla. 
Smith Motor Truck 
Co., Everett, Pa. 
Black Motor Co., 
Harlan, Ky. 


61° 
65 *Y 
54 »y 
70 °Y 
59 »y 
138°” 


65 


162” 
56°” 
100 


selling trucks everywhere, as you will see from 
this group. Look over this list and then get in 
touch with our nearest branch for information 
on the franchise in your community. And re- 
member, the International Truck line is com- 
plete—sizes range from the Half-Ton unit up to 


the powerful Six-Wheelers. 


71 
103 
73° 
61 *Y 
56°” 
59 »y 
54 y 
71 


95 by Valley Farm Equip- 


Omer Given, 
Charleston, W. Va. 
The O.S. Stapley Co., 
Phoenix, Ariz. 
Walter Hurst, 
Longview, Tex. 
Soledad Mercantile 
Co., Soledad, Calif. 
94 by Planters Equipment 
Co., Cleveland, Miss. 
57 by Big Sandy Motor Co., 
Paintsville, Ky. 

68 by Matheny Motor 
Truck Co., 
Parkersburg, W. Va. 

zooms J poem & 
Implt. 

> shell Ala. 
A. H. Karpe, 
Bakersfield, Calif. 


Anderson Motor Co., 
Inc., York, Pa. 


78 *Y 
162°” 
93 
53 >» 


70 


82 °Y 
59 »y 


INTERNATIONAL HARVESTER COMPANY 


(INCORPORATED ) 


606 So. Michigan Ave. 


International Trucks 


Tie Up with Another Live Wire 


..-“The March of Time” uses Half-Ton 
Internationals on its sound-and-camera 
expeditions on the trail of NEWS. 


Chicago, Illinois 


51 


Glenn I. Connor, 
Longbeach, Calif. 
Delta Implt. Co., 
Greenville, Miss. 
MotorTruck SalesCo., 
Huntington, W. Va. 
Bays Motor Co., 
Clovis, N. M. 
George Berman, 
Pennsburg, Pa. 
W.D. Ingram, 
Tucson, Ariz. 

Drew Carriage Co., 
Ontario, Calif. 
Tate-Phillips Co., 
Winter Haven and 
Bartow, Fla. 


ment Co 
Albuquerque, N.M. 


Russell Implt. Co., 
Alice, Tex 








PONTIAC CARS 
are so easy to sell ! 


















a Entire Pontiac deale 
The Silver Streak Pontiac is one of the few distinc- 


tive cars of today . .. and the only one in the low- 
price field whose beauty is thoroughly individual. 
And appearance sells cars! 


RECORD-BREAKING ECONOMY x 


Pontiac recently won the famous Yosemite Economy 
Run, averaging 23.9 miles per gallon, over 352 miles 
of difficult road, defeating all other entrants in 
its price class. A.A.A. supervision. 











A LEADER IN SAFETY e 


Triple-sealed hydraulic brakes, multi-beam head- 
lights, true-course steering, knee-action, solid-steel 
“Turret-Top”, and numerous other features make 
Pontiac an extremely safe car. 





PROVED DEPENDABILITY x 


Owner records of mileages up to 200,000 or more, 
owner testimonials of exceptional freedom from re- f 
pairs, extremely low policy and warranty expense, i 
all confirm Pontiac’s remarkable dependability 


SCORES OF SELLING FEATURES x 


No car of Pontiac’s low price has so many outstand- 
ing engineering and appearance features that sales- 
men can use to actually prove superior value. Study 
the Pontiac—and see for yourself. 
















HUGHES MOTOR MART is one of the Pon- 
tiac dealers serving greater Boston with its 
population in excess of 1,900,000. Retail 
sales in 1935 increased 375 per cent over the 
1934 figure, 























ZIMMERMAN BROS., Pontiac dealers in 
Pittsfield, Illinois, with a population of 
2,356. Their 1935 Pontiac sales showed an 
increase of 440 per cent over 1934. 










Two lines of Sixes and a line of Eights enable the 
Pontiac dealer to meet practically every buying 
demand as to price, performance and models. 


 e 4 - BONTIAG 
LOW PRICES—BIG VALUES if ial si 

a SAN PEDRO MOTORS, IN 
dealers in San Pedro, Calif 
ing a population in 94xces 
They sold 220 per cen{ mo 
in 1935 than in thé yea 





Pontiac list prices range from $615 * to$855*. Based on 
size, appearance, performance, features and quality, 
each model is an outstanding competitive value. 
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up to 
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THE DUNLOP-OAKLAND COMPANY sell 
Pontiacs in Bay City, Michigan—popula- 
tion, 47,000—and in 1935 their retail 

Bi aoa sales increased 306 per cent over 1934. 


increases retail sales 100.8), 
250"; reported in many places 


HE really spectacular growth in retail sales enjoyed by Pontiac dealers during 1935 is 

more than gratifying to us at Pontiac. It shows, once more, the wisdom of building a 
low-priced car which is thoroughly dependable, which is distinctively styled, which operates 
economically, and which creates universal good will. 

The increased sales of 1935 were not confined to certain areas, nor to dealers serving 
certain types of communities. The demand for Pontiacs has been nationwide—just as pro- 
nounced in small towns as in metropolitan areas. 

We will continue to build for the future on exactly the same principles which brought 
such success to our dealers and ourselves in 1935. Our cars will be up to the minute in 
design. Our quality will be rigidly controlled. Our policies, both as regards the public and 
our dealers, will be based on the principle that success is a mutual operation. And we know 
from experience that such a course will prove increasingly profitable to everyone concerned. 


PONTIAC MOTOR COMPANY, PONTIAC, MICHIGAN —Division of General Motors 


These Men Have an Interesting Story for ANY Automobile Dealer 


If interested, get in touch with the nearest Pontiac Zone Manager listed below. 


LOCATION 


Atlanta, Ga.......... 
Boston, Mass...... .. 


Buffalo, N. Y........ 
Charlotte, N.C...... 
Chicago, lil.......... 
Cincinnati, Ohio... .. 
Cleveland, Ohio... .. 
Dallas, Texas. ...... 
Denver, Colo........ 


SILVER STREAK 
SIXES & 
EIGHTS 


OTORS, INC., Pontiac 
Pedro, California, serv- 
on in excess of 30,000. 
er cen{ more Pontiacs 
in the? year previous. 





ADDRESS ZONE MGR. 
1375 E. 8th St.......A. M. Sanders 


LOCATION 
Oakland, Calif... .. . 


ADDRESS ZONE MGR. 
15th. Fl. G.M. Bidg..V. A. Davidson 


ZONE MGR. LOCATION 


Detroit, Mich... . 


ADDRESS 


.494 Spring St. N. W..... .J. T. Bray 
. 1050 Park Sq. Bidg., 


St. James Ave..........C.N. Kane 


.1100 Main Street.......J A. Grier 
.500 W. Trade St.......R.H. Fussel 
. 21st & Calumet... ...W. J. Mougey 
.Broadway & 7th Sts...D. M. House 
.1900 E. 24th St........A. A. Martin 
.2001 McKinney Ave... .O. T. Miller 
.601 Continental Oil Bidg. .S. C. Bray 


Des Moines, lowa. .. 


Kansas City, Mo. 


Los Angeles, Calif... . 


Memphis, Tenn. 


Milwaukee, Wis... .. 


Minneapolis, Minn... 


New York, N. Y..... 


.Des Moines Bidg., 


6th Ave. & Locust St..L. A. Fleener 
Admiral & MaGee Sts. .C. W. Mellen 


. 2222 S. Figueroa St.. .. .C. G. Riley 
.320 Dermon Bidg.. ..W. J. Connors 
.600 W. Wisconsin Ave. 


Mariner Tower Bidg., J. M. Taylor, Jr. 


.801 Washington Ave, N..L. H. Kurtz 


561 W. 55th St... ..M. C. Tompson 


Oklahoma City, Okla. 
Philadelphia, Pa.. . 
Pittsburgh, Pa... . 

Pontiac, Mich... .. .. 
Portland, Ore...... .. 
St. Louis, Mo.... 
Washington, D.C..... 


10th & Broadway R. W. Losey 
401 N. Broad St... . .G. B. Albrecht 


. .,Baum Blvd. & Craig St..A. R. Shedd 
. 196 OaklandAve.,A.C. Tiedemann, Jr , 


13th & Burnside Sts... .L. W. Ward 


. .3900 W. Pine Bivd.. .W. P. Winslow 


5th Fl. Transportation Bidg. 
17th & H Sts. N. W., H. H. Grothjan 








*List prices at Pontiac, Michigan, begin at $615 for the Six and $730 for the Eight (subject to change without notice). Safety plate glass standard on De Luxe Six 
and Eight. Standard group of accessories extra. A General Motors Value. Offered on the greatly reduced G.M.A.C’s new 6% Time Payment Plan. 
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Pioneer Sales Service Completes First Year 


Joseph A. M artin, Inc., Takes 
On Hudson-Terraplane Line 


By E. M. 


LUBECK 


DETROIT.—Joseph A. Martin, Inc., used car dealers, 
who opened their neighborhood sales and service station 
here a year ago, have added to their sales department the 


Hudson and Terraplane account. 


The one-car salesroom 


of the station, which for nearly a year has held the record 
of being the only used car neighborhood sales and service 
station in the country, is now used for displaying new 

o—_— — 


cars instead of the reconditioned 
used cars which formerly at- 
tracted attention. 

The addition of a new car line 
was not brought about by any 
slowing up of used car sales. 

Instead the busi- 
ness of the con- 
cern in used cars 
has increased 
materially since 
new cars were 
added because 
buyers looking 
over the used 
ears frequently 
asked what new 
cars the com- 
pany was han- 
dling. The sales 
results since taking on the new 
line have been beyond the com- 
pany’s expectations. Five sales- 
men are employed each with a 
new demonstration car and sell 
both new and used automobiles. 


Centrally Located 

The sales and service station 
location is practically central as 
far as the geography of Detroit 
is concerned. While there is 
plenty of competition in automo- 
bile merchandise in the vicinity, 
the service work of the station 


has increased by leaps and 
bounds. Gasoline sales which 
started at the rate of 5,000 gal- 
lons monthly has now gone over 
the 25,000 gallon mark. Lubrica- 
tion oil sales have risen to 500 
gallons per month and service 
work both light and major re- 
pairs for which the station is 
adequately equipped have in- 
creased to a point requiring ad- 
ditional personnel. 


Because of the location the sta- 
tion is vieing with others for the 
car service work potential from 
the General Motors Bldg., the 
Fisher Bldg., the New Center 
Bldg. and other office buildings 
in the vicinity. Car greasing is 
the important feature of the 
Martin organization. All three 
grease hoists are kept going at 
top speed from morning until 
night averaging better than 350 
jobs a month and showing signs 
of still greater increase as the 
station is making a specialty of 
car lubrication. No special prices 
or rates are being made, the 
standard price being $1 for a 
thorough grease job. On sales 


“If I were buying a 


New Compressor it 
would be a MANLEY™ 


@“I bought my Man- 
ley Compressor three 
years ago. It does the 
job. I picked a Manley 
because the factory 
specifications showed 
it was made better. 
And the Manley name 
had a lot to do with it 


because I know Manley 
equipment is just naturally 
good stuff !’* 


Just another busy service 
station owner who knows 
what to expect from a com- 


‘pressor and who gets it 


from a Manley. Ask your 
jobber’s salesman about the 
features of Manley 
Compressors. 


* Name on request. 


MANLEY, |MANUFACTURING !DIVISION 
of the American Chain Company, Inc. 
York, Pennsylvania 
In Business for Your Safety 


TY ee 
Station 


WEA 


EQUIPMENT 


HIGH INTENSITY mercury floodlighting for a service station in East Orange, N. J., strikes a 
new note in outdoor lighting. Westinghouse high intensity mercury lamps, producing a novel light of 
high efficiency, enhance the appearance of the building and grounds after dark. A total of nine 400- 
watt high intensity mercury vapor lamps and five 500-watt Mazda lamps in floodlight projectors are 


used, 


of special winter oils for crank- 
cases, transmissions and rear 
axles, the company claims it is 
setting a record. 


Sees Big Year 
Ed. Martin, as general manager 
of the organization, is the author- 
ity for the statement that the 
neighborhood sales and_ service 
station program will come into 
greater prominence in automo- 
tive merchandising in 1936, for 
the reason that the car owner 
not only is privileged to see the 
thoroughness of any job per- 
formed on his car—which makes 
him a service booster—but that 
sales of gas and oil gives the 
station a contact which could not 

otherwise be obtained. 


Ditzler Color Announces 


Two Personnel Changes 


DETROIT. — At the sales con- 
vention of the Ditzler Color Co. 
held here recently, two promotions 
in the sales personnel were an- 
nounced. 


Charles E. James has been 
named assistant sales manager 
and Lloyd R. Vivian will be as- 
sistant advertising manager. Both 
will aid Neil A. Fleming, sales and 


L. R. Vivian 


advertising director of the com- 
pany. 

James has been with Ditzler 
since 1927. In 1931 he was made 
special sales representative con- 
tacting the jobbing organization 
throughout the country. In 1934 
he took over the Michigan, Ohio, 
Indiana and Kentucky territory 
which he has handled until now. 

Vivian has been connected with 
Ditzler for several years. He was 
a sales correspondent and has 
gradually assumed coniderable ad- 
vertising detail. Prior to joining 
Ditzler he had executive exper- 
ience in advertising and sales en- 
gineering work. 


W. C. Ireland New Head 


Of Eaton Manufacturing 

MASSILLON, O.—W. C. Ireland, 
associated with the metal stamp- 
ing business in Detroit for many 
years, has been named president 
of the Eaton Mfg. Co. plant to 
locate here soon. 


Other officers of the concern 
are: J. O. Eaton, chairman of 
the board; Daniel Dewey, vice- 
president; F. A. Monroe, assist- 





| president; 
| Parts Co. of America, Inc., trea- 


Cadillac Service League 


Celebrates Ist Birthday 


DETROIT.—The Cadillac Certi- 
fied Craftsman’s League is cele- 
brating its first birthday anniver- 
sary. 

Observance will includé presen- 
tation of diplomas to moré than 
2,000 Cadillac- LaSalle service 
specialists, “the class of ’35,” who 
recently completed a 12-month 
course of service study. 

The league was founded by 
Nicholas Dreystadt, general mana- 
om of the Cadillac Motor Car 

‘0. 

“At the factory we train the 
men who build our cars to do 
things the Cadillac way,” said 
Dreystadt. “After those cars reach 
the hands of owners, it becomes 
equally important that they be 
serviced the Cadillac way. The 
League was organized to assure a 
uniformly high grade of service 
work. It has proved successful 
and will be continued as a per- 
manent activity.” ; 

Membership in the League is 
not lightly earned. Each month 
examination papers are Sent by 
W. A. Houser, general parts and 
service manager, to all service 
men who have applied for mem- 
bership. Each paper presents 25 
technical service problems. Solu- 
tions to the problems are obtain- | 
able from technical manuals, the 
technical publication issued 
monthly by the parts and service 
department at the factory, or | 
from special service bulletins. It | 
is required that the question be 
answered in full and that the 
source of the answers be indi- 
cated. 

The papers are graded at the 
factory by service experts. The 
minimum passing grade is 85 per 
cent. Service men who maintain 





Art Hallstrom 
Heads Ill. Assn. 


CHICAGO.—Officers, directors 
and members of the advisory 
board of the Illinois Automotive 
Assn. for 1936 have been an- 
nounced. 


They are: Art E. Hallstrom, 
Imperial Brass Manufacturing Co,. 
president; Gerry Brunelle, Chi- 
cago Auto Parts, first vice-presi- 
dent; Ted Belling, Black & Decker 
Manufacturing Co., second vice- 
Harry Place, Motive 


surer; and Duke Pearsall, Ahlberg 
Bearing Co., secretary. 


Directors announced are: Henry 
Trauscht, Trawill Sales Co.; Lester 
Hesse, Motor Car Supply Co.; A. 
J. Christiansen, Christiansen Auto 
Parts; Phil Summerlad, Thomp- 
son Products Co.; L. F. McAuliffe, 
Keasby & Mattison Co. and Ted 
Kreuser, Bendix Products Corp. 

Members of the advisory board 
are: Hallstrom, chairman; 
Trauscht, C. Burgess, L. C. Smith, 





that grade for six consecutive 
months are presented with a gold 
pin. This pin, however, does not 
confer membership in the League. 
It merely marks the half-way 
milestone in the service man’s 
progress toward membership and 
may be recalled should he fail in 
any subsequent examination. Full 
membership is gained only after 
the applicant has submitted 12 ex- 
amination papers of passing grade. 
Many of the men who are to re- 
ceive the 1935 diplomas, however, 
have received grades of 95 per 
cent or higher, it is reported by 
Houser. 

The diplomas are engraved in 
black, bordered in gold and 
framed and bear the signature of 
Dreystadt, Houser, Don E. Ahrens, 
general sales manager, and R. C. 
Renolde, service promotion mana- 
ger. 

The entire national service per- 
sonnel, including those who 
gained diplomas for 1935, are 
eligible to submit examination 
papers for 1936 membership in 
the League. 


DeVilbiss Riste 
School Schedule 


TOLEDO.—The DeVilbiss Co. 
has announced the schedule of its 
training school for the last half 
of 1936. 

This school is open to indus- 
trial painters, master painters, 
automobile refinishers, and others 
interested in learning the techni- 
que of spray-painting, and the use 
and care of spray-painting equip- 
ment. 

The training period lasts for 
one week. Classes will start on 
the following dates: Feb. 10, Mar. 
9, Apr. 6, May 4, and June 8. 

Special rates in Toledo hotels 
and boarding houses near the 
plant have been secured by the 
company for men attending the 
school. 


Chevrolet Dealer Named 


To Head Nashville Assn. 


NASHVILLE, Tenn. — W. H. 
Gourley, vice-president and gen- 
eral manager of the Capitol Chev- 
rolet Co., is the new president of 
the Nashville Automobile Trade 
Assn. Other officers elected at 
the annual meeting of the asso- 
ciation were: R. H. Nichols, presi- 
dent of the Cadillac-Oldsmobile 
Co., vice-president; D. R. Dorris, 
sales manager of the Cumberland 
Motor Co., treasurer. Tim White, 
who has served as association 
secretary for many years, was re- 
elected. 

The new board of directors 
follows: Warren C. Brown, re- 
tiring president of the associa- 
tion; James S. Frazier, J. H. Reed, 
jr., R. L. Parnell, E. G. Smith, J. 


ant secretary and J. L, Shanahan,| Vic Anderson, F. Heimbach, D.|F. Dozier, George Cole, and W. 


general factory manager. 


Rosenbach and Frank C. Kip. 


J. Russell. 
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When Does a Market Really Become 
a Market and Not Merely the Topic 
of an Advertising Solicitation? 


Is it a matter of money? And to what degree? 
How much money does a family have to have to 
buy any of the ordinary innumerable things that 
manufacturing America has for sale? 

During the past few years the sale of ten dollar 
hats and two dollar neckties fell off so frightfully 
that it became the subject of general comment. 
Now, it is to be assumed that hats at ten dollars up 
will be largely found on the executive heads of 
America, and that ties from two dollars up will 
go around about the same necks. 

And it may also be assumed, turning for a 
moment to the automotive world by way of a good 


example, that Alfred Sloan, Jr., of General Motors 


or Edsel Ford or Walter Chrysler never really got 
down below the price of a hat or a tie, even when 
the automobile business was at its worst. 

Recently, moreover, the sale of ten dollar hats 
and two dollar neckties has been coming back with 
a rush, especially in Detrcit. So it is safe to say that 
a number of these and other important executives 


have been going to their haberdashers once more. 
kek 


It is quite evident, therefore, that money of itself 
is not the motivating factor in the making of a 
market, even at the very top of buying capacity. 

Given any reasonable degree in the capacity to 
buy, what then is that motivating factor that makes 
a market? 

That motivating factor, of course, is the condi- 
tioning of the mind of the individual or the mass 
to the desire to buy. 

The executive heads of America stopped a lot 
of their personal purchases, not because they didn’t 
have the price of a hat but because conditions were 
so upset that they didn’t desire to BUY a hat. 

kkk 

And what is true of our class is true of our 
mass. As conditions have become better—better in 
mind and not merely in the pocket-book—desires 
have increased and sales charts have taken a rising 
curve. 


*Voluntary circulation is the number of copies of a magazine that people 
v ll buy, issue by issue, if left to their own devices. 


Macfadden publications have always understood 
this. For fifteen years in every Macfadden publica- 
tion the conditioning of the mind to a desire to 
buy has been fostered consciously and constantly. 


That has been the cooperative job we have under- 
taken. To keep the boat steady, to keep the faith 
of a great mass of people in the new American ideal 
of a participating mass, to hold the old tenets of 
faith that right is right, that the home must be 
preserved, and that there is inherent virtue in virtue 
itself. kkk * 


You know, you can do an awful lot with a circu- 
lation of six million readers. You can create either a 
market or a revolution, depending entirely upon the 
condition of your own mind and your own faith in 
your own America. 

kkk 

And what is most fortunate of all is that this 
“keeping of the faith” is a successful attitude to 
take. Those businesses that have never lost faith in 
their own America are the ones that are coming 


back first. 


Macfadden publications, because of this same 
faith, now have the largest voluntary* magazine 
circulation in the world. They have acquired this 
position practically without taking a single reader 
from any other publication. They have built vir- 
tually a new field and a new market, the largest 
field that has ever been uncovered, the largest single 
market that has ever been developed. 


The Macfadden market, therefore, is a real factor in the 
affairs of manufacturing America, and not merely the subject 
of a theoretical advertising solicitation. It represents a long and 
continuous effort toward the welding of an enormous number 
of people into a cohesive, coherent, responsible buying power. 
It is the only large scale effort we know of wherein a publisher 
from his side has consciously paralleled the efforts of manufac- 
turers from their side toward broadening the base of consump- 
tion in the mass field of America. 


If manufacturing America wants to be sure of definite 
returns from that market which it has paid so much of its own 
money to develop and given so much leisure to create, there 
is only one great mass group in that field to which it can make 
a confident bid for trade. No other important magazine pub- 
lisher has consciously sought this field. No other magazine 
publisher has consciously developed it. 





mammoth road building program 
under way. These contractors are | 
looked upon as being only part 
of the new market which this) 
program will affect, however, as | 
most of the hauling work will be 
done by individual truck owners, 
working for the contractors and 


PWA project directors who have | 


charge of the work. 


The building program is divided | 


in its type of expenditure or al- 
lotment as follows: 


Federal aid 

States to match federal aid .... 

Emergency relief funds for high- 
Ways secondary roads and streets 

Emergency relief funds for grade 
crossing elimination and pro- 
tection 

Total allotted 

Potential emergency relief funds 
for highways, streets, grade 
crossings not yet allotted .... 
State funds in excess of funds to 
match federal aid (estimated) 
Allotted .and potential total.... 


The Hayden-Cartwright 


125,000,000 


200,000,000 
650,000,000 


300,000,000 


100,000,000 


for 1936 and 1937. The WPA farm 
to market road expenditure will 
increase the highway fund total 
by whatever amount is spent on 
farm roads. Present estimates 
run all the way from $200,000,000 
to $500,000,000. 


Exhibits Crowd Hall 
Of the 119 firms whose exhibits 


crowd every available foot of | 
space in this exhibition hall are | 


35 firms who are known as be- 
ing automotive manufacturers. 
But in addition to these strictly 
automotive manufacturers there 
are at least another 50 who are 
extensive users of automotive 
products in the building of their 
machinery. Road graders, mixers, 
shovels and many other pieces of 
equipment which go to make for 
efficient road building are pow- 
ered with either diesels or engines 


of automotive design, and a great | 


many are equipped with the steel 
wheels and rubber tires first 
made popular by the heavy duty 
truck builders. 


The largest individual piece of 
equipment weighs 144,500 pounds 
and is 24 tons heavier than any 
unit ever exhibited at a road 
show before. It is the center piece 
of the exhibit of the Lima Loco- 
motive works, Lima, O. 


Turnstiles Clicking 


The show has been crowded 
every minute since the doors 
opened and it 
estimated that 25,000 people are 
in Cleveland to attend the show 
from not only every state in the 
Union, but from Russia, Cuba, 
Mexico, England, Canada, South 
Africa and Central and South 
America. 


There are many very well dis- | 
played educational exhibits in the | 


show, one in particular being that 
of the United States Bureau of 
Public Roads, entitled, 
Ahead in Road Building,” and 
which points out, by a series of 


125,000,000 | 


200,000,000 | 
| resented either a governmental 


$1,050,000,000 | 


AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY 25, 1936 


Road Exhibit Heralds Billion-Dollar Program 


Many Automotive Firms 
Show Newest Products 


(Continued from Page 1) 


labeled pictorial dioramas or mod- 
| els with painted backgrounds, the 
| type of roads which we must 
| have to take care of today’s mo- 
| tor traffic. These exhibits show 
| that to have safety in driving our 
present high-powered motor cars 
we must have roads as modern 
| as our cars and that we must ex- 
pect accidents on roads as out- 
moded as our present roads. 


Sales High Predicted 
Business optimism of the high- 
est order is the keynote of the 
show. Exhibitors were impressed 
with the fact that practically 
every visitor to the show who rep- 


department or was engaged in 
the road building or contracting 


| business came to the show to buy. 
Many orders are being placed | 


right at the show and detailed 
specifications are being estab- 





bill | 
provides $125,000,000 federal aid | 


is conservatively | 


lished for equipment that will re- 
sult in orders within a few weeks. 

One of the outstanding exhibits 
of the show was that of the Gar 





Wood Industries. Soft, easy chairs 
and lounges dotted the floor, a 
large bouquet of flowers adorned 
a center table and a check room 
was provided for the customers’ 
coats to give service in a spot 


| where a few moments’ rest was 


worth almost any price. Logan 
Wood, general manager, ex- 
plained by stating that the com- 
pany’s equipment (hoists, dump 
bodies and road graders) was 


| fairly well scattered in exhibits 


all over the show and that it felt 
it could serve best by providing 
a comfortable place to rest. 
The Chevrolet exhibit, where 
Al Cosgrove was very much in 
evidence, was one of those that 


|} caught the true tempo of the 


show, strictly business and lots 
of it. Not only did Chevrolet have 
a truck chassis and one of the 
new full floating axles on display, 
but in the exhibit was a new job 
for the contractor and engineer, 





called a Carryall. This vehicle, 
mounted on a commercial car | 
chassis, has met acceptance to the | 
tune of over 20 orders left at the | 
exhibit in the first two days, ac- 
cording to Cosgrove. 
Tractors Attract Crowds 

International Harvester had a| 
number of truck models, includ- 
ing one of the new six-wheel jobs 


| which they are showing for the 


first time, and a comprehensive 
exhibit of tractors for road con- 
tracting work. C. E. Stevens, as- 
sistant manager of truck sales, 
said that his company credits a 
great deal of the big increase in 
registrations in 1935 to the ac- 
tivity of the dealer or ganization. | 
While I. H. C. has upwards of 





“What's | 


185 branches in the United States, 
it realizes that the dealer has 
the customer contact on other au- 
tomotive and farm equipment 
items and is in the best position 
to fill the truck needs of the 
buyer. The new six-wheel line 
is composed of six models, rang- 





ROOM TO REST at the American Road Builders Assn. recent 
show in Cleveland was afforded tired visitors by the booth of Gar 
Wood Industries, Inc. Modernistic easy chairs proved a boon to 
those whose pedal extremities were worn out. 








CHEVROLET trucks and chassis were displayed to the road- 
makers of the country at the recent show in Cleveland of the Ameri- 
can Roadbuilders Assn. Photo above reveals a portion of the strik- 
ing exhibit which Chevrolet staged at the Exhibition Hall. 


ing in size from 1% tons up to 
36,000 pounds pay load. Inciden- 
tally, I. H. C. expects to have the 
same proportionate sales increase 
in 1936. 
Bauman Optimistic 

J. N. Bauman, sales manager of 
the White Co., seems to think 
that the truck manufacturers are 
going to have a great business 
this year in dump trucks, due 
to the fact that the present dump 
truck equipment is in such a 
worn-out condition. A well known 
contractor told him at the show 
that in order to keep 10 trucks 
on the job with the equipment 
available for hire today he had to 
hire at least 20 jobs. 


George Engle, of the Reo Mo- 
tor Car Co., which is exhibiting 
three trucks, said that every man 
in the booth has been kept con- 
stantly busy answering questions 
from the minute the doors 
opened and that the visitors seem 
to be ready to buy. 

The General Motors Truck Co. 
has a large exhibit. Trucks were 
also shown by Hug, which fea- 
tured the Lugger, a six-wheeler 
priced at $15,000, in which the 
front of the two rear axles steered 
with the front. Other truck ex- 
hibitors were the Walter Truck 
Co. and the F. W. D. Auto Co. 

Among the engine builders was 
Continental Motors, whose exhibit 
| was in charge of O. R. Baird. 


| Baird reported that he was get- 
| ting business at the show. While 


60 per cent of Continental’s out- 
put goes into the aufomotive in- 
dustry proper, it is enjoying a 
business from the makers of road 
building machinery. 

R. K. Mangan, sales manager of 
the Buda Co., was exhibiting a 
new line of diesels called the 
Buda-Lanove motor with a low 
compression ratio of German ad- 
vanced design. 


Diesels Displayed 

Charles Balough, president of 
Hercules Motor Co., showing a 
line of diesels, says that the com- 
pany does not sell motors for 
truck replacement because it does 
not believe in helping perpetuate 
trucks in service which should be 
replaced with modern equipment. 
All Hercules engine replacements 
are made by the factories which 
use the engines in production. 


Frank B. Willis, vice-president, 
in charge of sales for Bendix, re- 
ported that this show has pro- 
duced much more business than 
was ever expected and that from 
his contacts made here he sees a 
big additional truck market in 
the making this year. 

R. R. Howard, vice-president of 
the Anthony Co., Streator, Ill, 
manufacturers of dump body 
equipment, said he expected a 20 
per cent increase in business this 
year. He also stated that during 
October, November and Decem- 
ber of last year his shop was run- 
ning two shifts continuously, 
when in normal years they would 
be almost shut down during those 


dump body capacity has jumped 








from the original one and one- 
half yard body of a few years 
ago to two and three-yard bod- 
ies being demanded on light 
trucks today, he said. Howard be- 
lieves that at least 90 per cent of 
the ton and a half dump trucks 
sold this year will be bought by 
individual owner-buyers and that 
the big expected increase in truck 
sales due to the revival of the 
road building program will be 
sold through the truck dealers. 


Need Recognized 

Tom Myers, of the Ruckstell 
Axle division of Eaton Mfg Co., 
stated his company expects a big 
increase in business in the axle 
division this year due, mainly, to 
the fact that the dealers in the 
ton and a half trucks are begin- 
ning to see the need for equip- 
ping these trucks to do the work 
they are sold for. 


Jerry Chamberlain, sales man- 
ager for Frehauf Trailer, is hav- 
ing a great time showing and ex- 
plaining the workings of the new 
power fifth wheel semi-trailer 
which enables a truck owner to 
use a dump body on a semi-trail- 
er. The exhibit, he says, has had 
a constant play from truck 
operators who are in the market 
for plenty of equipment this 
spring. 

According to B. J. Heiser, sales 
manager, Galion All-Steel Body 
Co., January was one of the largest 
months in the history of the 
company. He expects 1936 to 
be a banner year and looks for at 
least 65 per cent of the firm’s 
output of dump bodies to be sold 
to individual truck owners. 


Arthur Hughes, president 
Hughes-Keenan Body Co., Mans- 
field, O., says he looks for a 30 to 
40 per cent increase and that ap- 
proximately 80 per cent of the 
bodies will be sold to individual 
owners of trucks. 


Geo. W. Wilcox, sales manager 
for Gear Grinding Machine Co., 
manufacturers of a dual axle 
drive unit, says the company is 
already feeling the increase in 
truck sales and looks for an ex- 
ceptionally good business. this 
year. 





Minn. Improved 
Over 3,000 Miles 
Of Roads in ’35 


ST. PAUL.—More than 3,000 
miles of trunk highways were im- 
proved by the Minnesota highway 
department in 1935, N. W. Els- 
berg, state highway commissioner, 
reported in a summary of the 
year’s work. 

Elsberg also announced the 
awarding of $58,981 in highway 
grading contracts, with bids on 
approximately $292,000 in ad- 
ditional road work to be opened 
on Feb. 4. The bids will be for 
35 miles of grading and construc- 
tion of 17 monolithic culverts. 

The 1935 improvement program 
included 228 miles of grading, 42 
miles of regrading, 318 miles of 
new bituminous treatments, 1,440 
miles of bituminous retreatments, 
85 miles of bituminous shoulder 
treatments, 78 miles of plant mix 
bituminous surfacing, 103 miles 
of concrete paving completed or 
under contract, 87 miles of sub- 
grade treatment, 10 miles of 
gravel lift, and 130 miles of dust 
laying treatment. 

The department also con- 
structed more than 50 bridges and 
eliminated 39 railroad crossings. 

More than 60 roadside develop- 
ment projects were carried out. 
These included obliteration of 
construction scars, widening of 
shoulders, leveling and seeding 
slopes, constructing roadside 
parking areas, and co-operation 
with local communities in devel- 
oping park cites along highways. 

Such projects were undertaken 
largely as relief labor projects or 
with other special federal funds. 
Civilian Conservation Camps co- 
operated with the department. 


N.D. Gas Tax Income 


Is Largest in History 

BISMARCK, N. D.—North Da- 
kota’s net income from gasoline 
tax collections in 1935 totaled 
$2,295,000—largest in the history 
of the state, according to Berta 
E. Baker, state auditor, who an- 
nounced the figures today. 

Collections themselves, last 
year, totaled $3,330,689.67, second 
only to 1930, when gross collec- 
tions amounted to $3,380,117.98. 

Farmers, business men and con- 
tractors, in addition to the state 
and county governments, profited 
from the gasoline income. In ad- 
dition to the gasoline tax money, 
the state receives $25,000 annually 
in the general fund as a reim- 
bursement for handling the state 
motor fuel tax fund. 


Canadian 1 Road C Cost 
TORONTO, Ont .—(UTPS)—The 


construction contract 
the present Ontario 
government, which is headed by 
Hon. Mitchell Hepburn, and came 
into office in 1934—a 30-mile stretch 
on the Kenora-Fort Frances High- 
way, in northern Ontario—has cost 
$1,900,000 to date, although when 
the contract was awarded, it was 
announced that it was expected ex- 
penditures for the job only would 
cost $700,000. The road is one of 
the important links in the final 
completion, at an expected early 
date, of a transcontinental motor 
highway across Canada from coast 
to coast. 


first road 
awarded by 








LATEST models of trucks and equipment for the construction and 
upkeep of highways were displayed at the American Roadbuilders 
months. Today’s ton and a half} Assn. Show in Cleveland last week by the International Harvester 
Co., whose attractive exhibit is shown above. 





Writer Charts 


For Trucks, 
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Declares Live Stock Farmers Afford Rich Market 


Potential 
Tires, Batteries 


By H. H. SLAWSON 


CHICAGO.—A rich field for sale 
of trucks, tires, batteries and 
other automotive equipment 
awaits cultivation among middle 
western livestock raisers, judg- 
ing from information secured in 
a survey conducted by the Na- 
tional Live Stock Marketing 
Assn. 


Said to be the first of its kind 
directed at the most progressive 
and most prosperous class of ag- 
ricultural producers, the study is 
recognized as of 
value in the information it makes 
available to advertisers seeking to 
reach this special market. J. D. 
Harper, editor of the marketing 
organization’s official publication, 
the “National Live Stock Pro- 
ducer,” had direct charge of the 
survey. 


18,000 Involved 


Approximately 18,000 farmer- 
truckers and commercial truckers 
are making a business of hauling 
live stock to 22 of the nation’s 
leading livestock yards, Harper 
has found. Pending final tabu- 
lation of the returns to the ques- 
tionnaire sent these 18,000 truck- 
ers, the full extent of their mar- 
ket requirements has not been 
completely determined. A brief 
indication of the prospects is, 


however, afforded through close | 
examination of a handful of re-| 
random from | 


turns picked at 
the huge pile of postcards. 


This examination yielded the 
following data: Four hundred and 
fifty-seven of the replies were 
from commercial truckers; 231 
from farmer-truckers; 45 de- 
scribed themselves as “both,” and 
28 made no reply on this point. 


To the question, 
buying a truck in 1936?” there 
were 267 affirmative replies 
among the sample handful exam- 
ined. Of these, 251 said they 
would buy a new truck and 16 
were planning on a second-hand 
one. 


Field Surveyed 


“Do you plan buying a trailer?” 
was answered in the affirmative 
by 139, of whom 122 will buy new 
and 17 second-hand equipment. 
Eighty-two stated they plan buy- 
ing both a truck and a trailer, 
with 75 of these looking for new 
apparatus and seven for second 
hand stuff. 


Only 200 stated they plan to buy 
chains, while 452 said “no.” 


To the question, “Do you plan 
buying tires?” 723 checked “yes.” 
The request to “check brand you 
prefer” showed 313 favoring one 
particular brand, 188 favoring a 
second and 212 scattered among 
seven ‘brands, while 10 other 
brands drew one check each. 


Among other questions on 
which information was_ given 
were the following: 


“What kind of anti-freeze so- 
lution do you use in your radia- 
tor?”; “What brand of gasoline 
do you use?”; “What brand of 
oil?”; “What make of tires?” In 
the answers manufacturers of 
these products will find a clear 
picture of where their brands 


stand in the opinion of these live- | 


stock truckers; and, too, the 
answers indicate to what degree 
effort needs to be increased to 
improve that standing. 


Many Old Trucks 


15 in 1929; 11 in 1928; five in 


1927. 


To the question, “How many 
miles traveled per year?” 662 re- 
plied, giving a total of 24,791,000 
miles, or an average of 37,200 
miles each. 


The expansion of the use of the 
motor truck for transporting live- 
stock to market has been one of 
the most amazing features of the 





| transportation 
| years. 


immeasurable | 2.4] government figures, 1.6 per 


*Do you plan | 


conquest made by this form of 
in the past 20 
In 1916, according to fed- 


cent of the cattle, hogs and sheep 
raised in this country went to 
market in motor trucks. In 1933 
just exactly 50 per cent of the 
nation’s meat supply was deliv- 
ered to the stockyards by truck. 
There was a slight drop to 48 per 
cent for the national figure in 
1934, but 1935 figures, when com- 
pletely available, are expected to 
show this loss regained and a 
new advance registered. For in- 
dividual markets even more as- 
tounding figures are obtained for 
this mode of moving meat on the 
hoof. At the Sioux Falls, S. D., 
stockyards, 95.29 per cent of live- 
stock receipts came in by truck; 
at Indianapolis the proportion is 
93.79 per cent; at Oklahoma City 
it is 86.99 per cent. 


Offer Service 


Recognizing the increasing im- 
portance of motor trucks in the 
livestock industry, the National 
Live Stock Marketing Assn. is 
making a special effort to be help- 
ful to truckers. In June of last 
year, a new service department 
was inaugurated to assist the 
truck operator and space was as- 
signed in the “National Live Stock 
Producer” for discussion of prob- 
lems of common interest. Here, 
Harper says, stress is being 
placed on the importance of an 
efficient transportation service 
for the livestock producer with 
greater satisfaction and profit to 
| the truck operator. 


There are 479,042 farms in the 
United States classified as “ani- 
|} mal specialty farms,” according 
|to the last agricultural census, 
;}and with 300,000 of these the 
National Live Stock Marketing 
| Assn. has contact. A second sur- 
| vey conducted among this great 
| army of farm folks, interested 
| chiefly in livestock raising, has 





produced additional data on the | 


market prospects of a very defi- 
nite section of rural America, 
| scattered from coast to coast, but 
compactly united in their common 
interest through their relations 
with the organization. 


Need Parts, Too 


Among other information se- 
cured in this wider survey, con- 
ducted by a questionnaire, were 
figures on a list of some 20 com- 
modities, about which this ques- 
|}tion was asked: “How many of 
the following items do you expect 
to buy within the next year?” 


Automobiles were checked by 
18.5 per cent; trucks by 6 per 
cent; auto batteries by 24.4 per 


items listed ranged from tractors 
to salt and from rubber footwear 
to shotguns. The answers give a 
very clear cross-section view of 
| the market opportunities await- 
ing the manufacturer who has 
what the farmers want. 





One significant group of figures | 


deals with the age of the trucks 
now in service among the live- 
stock truckers with whom the 
marketing organization has con- 
stant contact. From 761 replies 
casually tabulated the following 
data was obtained: Two hundred 
and sixty-five were purchased in 
1935; 247 in 1934; 116 in 1933; 41 
in 1932; 40 in 1931; 21 in 1930; 


See Big Show 


DEADWOOD, S. D.—Advance res- 
ervations presage the greatest au- 
tomobile show in Deadwood’s history, 
Feb. 11 to 15. 


Practically all space is allotted 
with local dealers given preference. 

The committee in charge is com- 
posed of F. S. Howe, F. W. Brown 
and G. L. Mumford. 








cent; tires by 46.6 per cent. Other | 








SALES MANAGER J. P. LITTLE of General Motors Truck Co., 
left, shows a fleet owner the distinctive features of the 1936 stream- 
lined line of General Motors trucks at the exhibit at the Essex House, 
New York City this week. 





Hoffman Tells Makers’ 
Plan for Satety Drive 


NEW YORK.—“What are the 
automobile manufacturers going 
to do about highway safety?” 


Definite answer to this question 
was made to radio listeners last 
Wednesday night by Paul G. 
Hoffman, chairman of the Safety 
Traffic Committee of the Auto- 
mobile Manufacturers Assn. and 
president of the Studebaker Corp. 
in a radio interview with Boake 
Carter, over stations on Columbia 
Broadcasting System networks. 


The interview was in part as 
follows: 


Carter: What are the principal ob- 
jectives of this plan? 


Hoffman: There is just one objective 
—To attain the utmost degree of 
highway safety. The owners of 
25,000,000 motor vehicles and the 
40,000,000 drivers in America are 
the customers of the automobile 
industry. Their safety and com- 
fort are most emphatically our 
concern. 


Carter: In your proposed attack on 
this problem of safety do you feel 
that the car, the highway or the 
driver is at fault? 


Hoffman: Frankly, we will stand by 
the statement that our cars are 
the safest we know how to build. 
We will continue to build into 
them every sound safety factor 
developed by engineering genius. 


Carter: Then what about the high- 


ways? 

Hoffman: In the realm of highway 
development much remains to be 
accomplished, despite the remark- 
able progress made under the joint 
leadership of federal and state 
road officials. 


Carter: How about these 40,000,000 
drivers? How safe are they? 


Hoffman: Not safe enough. However, 
it may be interesting to point out 
that any driver is almost as safe 
today in his automobile, his home 
on wheels, as he is in his house, 
according to official accident rec- 
ord. But for our part we will not 
be satisfied until the public is 
even safer in a vehicle or on the 
street than at home. 


Carter: You mentioned a moment 
ago the task of educating 40,000,- 
000 drivers in safety. How are you 
going to aecemplish this? 


Hoffman: By uniting the automotive 
industry on a sound program and 
providing the funds to assist 
those organizations that have al- 
ready set up a fine record of 
achievement in safety promotion. 
Such great national organizations 
as the General Federation of Wo- 
men’s Clubs with 15,000 separate 
clubs, the National Safety Coun- 
cil, the National Congress of 
Parents and Teachers, the Amer- 
ican Legion, the American Auto- 
mobile Assn., the National Grange, 
the Police Chiefs and others. 


Carter: What do you in the indus- 
try propose to do on your own 
aecount? 


Hoffman: For one thing may I 
point out that there are several 
million persons employed directly 
and indirectly in the motor and 


allied industries. We propose that 
they shall practice safety in their 
driving and walking and thus en- 
courage emulation among the 10 
per cent of motorists and pedes- 
trians who are potential accidents 
looking for a place to happen. 


Carter: Do you mean that 90 per 
cent of drivers and pedestrians are 
safe and sane on the highways? 


Hoffman: Exactly that. 

Carter: What can be done about this 
10 per cent? 

Hoffman: This whole movement is 
directed at them. One effective 
solution is the power to suspend 
or revoke their driving licenses. 
Unfortunately such power is avail- 
able to the responsible officials of 
scarcely more than half our states. 

Carter: That implies the need for 
uniform traffic laws, does it not? 

Hoffman: Quite so. 

Carter: Whom do you regard as the 
most dangerous traffic offenders? 

Hoffman: The ticket-fixer and the 
driver who drinks. 

Carter: How does the ticket-fixer 
build himself up to a major men- 
ace? 

Hoffman: By throwing the whole 
machinery of law enforcement out 
of gear. His ability to fix tickets 
—for himself and others—invites 
the taking of chances. 

Carter: Do you think a man can 
drink and then drive safely? 
Hoffman: No. I think a man with 
even one drink under his belt 
should not drive a motor car. 
Carter: How about this question of 
aad How large does speed loom 
as an element in the cause of 

accidents ? 

Hoffman: There are no available 
records to indicate that high speed 
is the principal offender. We do 
know, however, that about 90 per 
cent of all accidents occur at 
speeds below 50 miles an hour. 

Carter: Would mechanical governors 
accomplish the desired result? 

Hoffman: Two difficulties immedi- 
ately present themselves. First, the 
problem of getting any uniform 
agreement on a safe maximum 
speed. Then too, how could a 
governor determine a safe maxi- 
mum speed on a foggy day, dur- 
ing darkness or when highway 
conditions call for the utmost 
caution? There are involved pos- 
sibilities of unsafe power limita- 
tion. Reserve power is always 
essential to maneuverability, a 
most important factor of safety. 

Carter: Where does maneuverabil- 
ity come in as a safety factor? 

Hoffman: In traffic when you must 
get out of the way while passing 
slower traffic and on grades where 
extraordinary power is necessary 
to safely pass heavily-laden ve- 
hicles. 

Carter: Do you car manufacturers 
expect the 40,000,000 drivers of 
whom you speak to drive at the 
remarkably high top speeds of 
whieh the cars are capable? 

Hoffman: Of course not. But we 
know that smooth, economical op- 
eration at normal driving ranges 
is around two-thirds of the maxi- 
mum. In other words, if an arbi- 
trary maximum of 50 miles an 
hour was built into a car, the 








Traffic Tickets 
Taken off Quota 


ST. PAUL.—A police order 
requiring all St. Paul po- 
lice officers to levy at least 
50 traffic tags within the 
next six months under 
penalty of. demerit on serv- 
ice records today had been 
rescinded by Charles W. 
Coulter, chief of police. 

In explaining his action, 
Chief Coulter stated “in 
view of the fact that the 
press stated the order was 
the most drastic in police 
history and that a large 
number of people attempted 
to use the order as an alibi 
after receiving a tag, and 
have also abused a police 
officer when issuing a tag, 
' thought it best to rescind 





most efficient operating range 
would be around 35 miles an hour. 

Carter: In the final analysis, Mr. 
Hoffman, public opinion will de- 
cide the speed question, will it not? 

Hoffman: I am quite certain it will. 
A great deal of study is necessary 
to develop more facts than we now 
have before any sound decision 
can be reached. 

Carter: Isn’t one of our difficulties 
the fact that we haven’t been ade- 
quately trained to handle high 
speed? 

Hoffman: Our program contemplates 
one important phase of your 
question. Specifically the training 
of high school students as drivers. 

Carter: That would seem to indicate, 
Mr. Hoffman, that you regard this 
program as a long-range project. 

Hoffman: Yes. But other elements 
of the co-operative program are 
designed to get more immediate 
results, 

Carter: What are some of these 
activities? 

Hoffman: Stimulating of inter-city 
safety contests, renewal of public 
schools safety essay and lesson 
contests, expansion of school boy 
patrols, vigorous support of law 
enforcement, dissemination of 
films, literature and other educa- 
tional materials in a wide range 
of contacts with state and local, 
civic and fraternal groups. 


Timken Chairman 
Injured in Plant 


DETROIT.—Following injuries 
suffered Wednesday, Col. Herbert 
W. Alden, chairman of the board 
of the Timken-Detroit Axle Co., 
continues to improve in Harper 
Hospital, where his condition is 
reported as serious. 

Col. Alden, who was the first 
president of the Society of Auto- 
motive Engineers, sustained in- 
juries when he was caught in a 
revolving wheel while watching 
an experiment in the Timken lab- 


oratory. 


He was rushed to the hospi- 
tal, where physicians found he 
had suffered a fracture of both 
legs and head and body injuries. 
Following a blood transfusion he 
showed immediate improvement, 
physicians said. 


—20 years a direct factory 
representatives, sales - pro- 
motion manager, retail sales 
manager with plenty of 
used car experience. Have 
covered the entire country 
and am particularly familiar 
with the West Coast. 
Could handle zone manage- 
ment or any other element 
of factory sales. Refer- 
ences, of course. Fully re- 
covered from recent illness 
and rarin’ to go. 

Box 1050, ADN.—527 New 
Center Bldg., Detroit. 
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1936 Production Breakdown 


By Chris 
Sinsabaugh 


(Continued from Page 1) 


figures of 1935, the year in which 
Henry Ford made good his prom- 
ise to build at least one million 
units in that period. He did this 
and added a substantial bonus, 
his final figures already pub- 
lished being 1,335,865, taking in 
what he manufactured in this 
country and abroad, But did you 
know that Ford produced 1,116,- 
691 for domestic production and 
76,000 knocked down for ship- 
ment abroad, as well as 80,000 in 
Canada? I’m told these are facts. 
Ed * * 


AS SHOWING that domestic 
sales have kept within a stone’s 
throw of production, I hear the 
sales count for '’35 was 1,072,000 
units, of which 861,000 were cars 
and 200,000 trucks and commer- 
cial vehicles. Compare with ’34— 
538,000 cars and 135,000 business 
vehicles. 

And I repeat what this column 
already has reported—that in the 





advertisers have been telling 
their stories to people—more and | 
more people—anyone with an| 
itch to buy. But no dealer can | 
stay in business by making sales 
to people who merely have the | 
idea to buy. His profits lie in 
finding prospects who want to} 
buy, have the money to buy, and, 
most important of all, pay their 
bills promptly when they come 
due.” 

* 


* * 


THE COLUMN TODAY seems 
to swing into talk about adver- 
tising as it reaches its con-| 
clusion, so of this same caliber | 
comes the talk given before the | 
Detroit Adcraft Club Thursday | 
by Fred Ryan. He’s the Ryan 
of Ruthrauff & Ryan, who handle 
Dodge advertising as well as| 
that of Goodrich, you know. So} 
we of the automobile fraternity | 
cupped our ears as he talked on | 
“Influence of Early Advertising | 





ADVERTISING FUNDAMENTALS were discussed Thursday by 


F. B. Ryan, second from left, of Ruthrauff and Ryan, advertising |_ _ 


counsels to Dodge, at the Detroit Adcraft Club. Left to right, above 
are: Joe Burke, Dodge truck; Ryan, Gordon K. MacEdward, Adcraft 


president and E. J. Poag, Dodge. 


32 years Ford has been manu- 
facturing automobiles the com- 
pany has made 23,552,853 units, as 
many cars and trucks as are un- 
der license at the present time in 
the whole United States! 


* 


IN THE TWO-PAGE “spread” 
of the American Magazine, a 
proof of which has just been 
shown me, I find something new 
which should be of interest to 


* * 


the advertising departments of | 


the automobile manufacturers in 
that it introduces what is de- 


clared to be a new yardstick for | 


the measuring of the pulling 


power of the publication origi- | 


nating the idea. 


The “inside” story back of this | 


advertising is most interesting. 


To get the “copy” for this big | 


spread, the American Magazine 


set up this new yardstick by | 


means of an extensive survey, 
made 
through the country. It left 
these surveys in the hands of the 
local 
Retail Credit Assn., asking them 
to ascertain and report on the 
credit standings of the subscrib- 
ers of the American Magazine, 
so as to prove to its advertisers 
that said readers “pay their 
way.” In other words, “they buy 
what they want, and pay for 
what they buy.” 


AS I GET IT, these nine 
bureaus investigated the credit 
standings of the subscribers of 
the American Magazine in these 
nine cities, finding that 68 per 
cent of them had credit ratings. 
Breaking this down, the report 
on the surveys show that 82.4 
per cent of them qualify in two 
divisions—AA, liberal buyers with 
good credit and, A, moderate buy- 
ers with good credit. 

“Think of assembling a market 
2,000,000 strong, where 82.4 per 
cent of the rated prospects are 
in high credit standing, actual 
buyers, prompt payers,” said the 
chap who gave me a peep at the 
spread. 


means to the dealer. For years 


in nine cities scattered | 


bureaus of the National | 


“Think of what this | 





on Modern Copy,” illustrating it | 
with charts and pictures of old 
practices. 

As he turned the leaves, you 
realized there is nothing new un- 
der the sun. Ryan showed us an 
advertisement of Royal Furni- 
ture Gloss, published in England 
in 1793, in which the “balloon” 
was used for the first time to 
carry the conversation of the 
people in the picture. The first | 
bit of continuity cartooning in 
advertising was done in 1857 by | 
the Rising Sun_ stove polish 
people. Both these are being | 


Year 


and Pass 


Total* 


NUMBER OF VEHICLES (Includi chassis) 
UNITED STATES (Factory sales) 


Commercial cars, trucks, 
and tractors* 


enger cars 


CANADA (Production) 





(All 
vehicles) 


292,785 
335 ,667 
429,793 
177 ,691 
564,662 


Month 
total || 


1935* T 
January 
February. ..e++.-| 


229,233 
275,623 
361,816 
401,628 | 
307 ,522 
296,609 
276 ,084 
182,389 
57,285 
214,609 
338,425 
{ 344,613 


407 ,804 
3, (85,836 


Total (Year)../4,009,496 
1934 
January 
Febdruaryeccccces 


155,666 
230,256 
338 ,434 
352,975 
330,455 
306,477 
264,933) 
234,611 
170,007 
131,991 
83 ,482 
|__153,624)| _ 
2,753,111 


112,754 
186,774 
279,274 
288 ,355 

273,764 
261,280 
223,094 

183,500 
125,040 








84,003 || 

49,020 | 
__111,061 | 
Yotal (Year).. 2,177,919 

1983 

JONUATYceccecces 
FPebruGryeccccccce 
MOTCNesevececees | 


128 ,825 
105,447 
115,272 
176,432 
214,411 
249,727 
229,357 
232 ,855] 
191,800 


109 ,833 || 
90,128 || 
97,469 i 

149,755 | 

180,651 

207,597 || 

191,265 || 

291,414 || 

157,376 || 

134,683]} 104,870 || 
60,683} 42,365 || 

| _ 80,565} 50,789 || 

Total (Year)..! 1,920,057] 1,573,512 || 

1932 

JTEDUBTYeresseees 119,344) 

117,418} 

116,959] 

148 , 326 /| 

184 ,295 || 

183,106] 

109,143] 
90 , 325 || 
84,150 
48,702| 





September 
October 








98 ,803 
94,110 | 
99,399 | 
120,937 
157 ,756 
160,338 | 
94 ,708 | 
75,907 
64,748 | 
35,107 | 
oe 59,557]| 47,532 | 
-|__107,353/| 86,149 
781) 1,135,491 |] 


September... 
October... 
November... 
December.. 
Total (Year)e./ 1,570 





3 
»o 


® Figures for "Commrcial cars, 
revised. 


used in modern advertising, so 
Ryan made his point with his| 
listeners. 

The Adcraft Club’s program 
this winter has been unusually | 
good, but it ought to be. fo” 
“Red” Motley, manager of the 
Detroit office of the 
Publishing Co.,_ selects 
speakers. 


Crowell 


the | 


Reed Export Head For 


Kelly-Springfield Tire 
NEW YORK.—Carl L. Reed 
has been named as manager of 
the export department of the 
Kelly-Springfield Tire Co. 
Reed has, for the past eight 


Market 


322 ,096 


[3,042 ,933 i 


ee 


ome stic Foreign 


| Markets Total 


Domes tic 
|} ware | 
53,142 
49 ,525 
56,594 
56,186 
45 ,504 
50,397 
45,416 
435,854 
25,027 
47,114 
49,442 
48,885 

,086 


63,552 
60,044 
67,977 
76,063 
57,140 
64,639 
60,901 
57,605 
32,519 
60,415 
59,614 
63,191 


723,660 


42,912 
43,482 
59,160 
64,620 
56,691 
45,197 
41 ,839 
51,311 
44 ,967 
47 ,968 
34,462 
42 ,563 


575,192 || 


18,992 
15,319 | 
17,803 

26,677 

33,760 

42,130 | 
38 ,092 
41,441 
34,424 | 
29,813 | 
18,318 | 
29,776 | 


210,806 
257 ,044 
335,674 
367,511 
285,671 
276 ,546 
259,277 
168 ,269 
49,905 
195,568 
314,566 


18 ,427 
18 ,579 
26,142 
34,117 
21,852 
20,063 
16,807 
14,120 
7,380 
19,041 
23,859 
22,517 
242,903 











346,545 


20,541 
23,308 || 
19,560 | 
27,389 | 
26,539 | 
22 ,768 
14 ,438 
14,418 | 
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years, represented Fisk Rubber 
Co. as managgr of the Brazil of- 
fice, and brings to his new post 
a background of practical tire 
selling experience in the Spanish 
peaking countries which dates to 
his first position as a retail tire 
salesman in 1912. 

Reed was for four years a dis- 
tributor and importer of tires and 
allied products in Puerto Rico. He 
later covered the Caribbean ter- 
ritory as sales representative for 
the Miller Rubber Co. He then 
represented the Miller Co. as 
manager of the Pittsburgh and 
Philadelphia offices before becom- 
ing associated with Fisk. 


—— 
Passenger 
Total cars | 


8,269 
13,885 
18,179 
20,686 
17 ,093 
12,276 

9,471 

5,524 

3,819 

7,128 
12,042 
11,570 _ 

139,742 | 


Forei gn 
Markets 


10,410 
10,519 
11,383 
19,877 
11,636 
14,242 
15,485 
13,751 
7,492 
13,301 
10,172 
14,306 
»574 


4,946 
7,101 
12,272 
15,451 
16,504 
10,810 
8 ,407 
7,325 
4,211 
2,125 
1,052 
2,443 
“92 ,647 


2,921 
3,025 
5,927 
6,957 
8,024 
6,005 
5,322 
4,919 
4,358 | 
2,723 
1,503 


24171 

















— —— — a - - — a Bheeeeneesse 
trucks, and tractors” for the period January to November, inclusive, 1935, heve 


May Tax Truckers 

RICHMOND, Va.—(UTPS)—An 
administration bill providing that 
motor carriers be required to pay 
extra license fees if they haul car- 
goes of more than twice the rate 
capacity of the vehicles has been 
introduced in the Virginia House of 
Delegates. 

This measure is designed to ad- 
just the road tax on various ve- 
hicles to the actual weight of the 
cargoes hauled, so the more damage 
a vehicle does to the road, the more 
license fee it must pay. 

This bill is being sponsored by 
Delegates John B. Spiers and Ralph 
Daughton of the Rogers commission; 
W. N. Neff and Tate Sterrett. 


NEW PASSENGER CAR REGISTRA 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersep Motor List Co., and Metropolitan New York area 


STATES 


35 
_ 84 
"35 | 


25 States for 
' December 


Alabama 


34] 


"35 

7844 
"35 | 
34] 


Arizona 


Connecticut | 


Indiana 

7844 
35 | 
"341 
"35 
"34 


Kentucky 


Maryland 

Michigan 

= "35 | 

7844 
"35 
"B4 
35 
34 


New Jersey 


New Mexico 
Washington 
~ 35 States for 


December 


‘Total to Date 


34 1 


eo 


351 
34 | 


35 | 2079| 1434 — 


"35 | 39063) 25977 
34 | 27528] 11244 


CHRYSLER GROUP 


Chrysler 


21416 
7085 
384 
195 
332] 
_ 120] 
953 | 
216] 
1657 | 
440 | 
677 | 
209] 
898 
883 
3707 
763 
1591] 
514] 
176 
84 
1196] 
359] 
32987 | 
10368 | 
606759 
424860 


| 12724 
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266| 
149 
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90} 
562) 
__ 134! 
| 1081 
_ 826 
385 
141 
549 
| 279 
2061 
__ 449) 
862 
304 
114 
et) 
701 
224 
| 19483 
_7035| 
369937 
297689 


17|_ 
6 
56 
33| 
74 
31) 
53 
16) 
86 
27| 
207, 170 
; 45) 18 i ; 
126| 66| | 
32| 18] 
15! 6 
4] 
56) 54 
23) 13 











824] 281| 
171782 
88399 











FORD GROUP 


x 


Totals 
Cadillac 


2S 

s 

ca 

4454| 366 
1485| 89 

70 
23) 

~ 82 

16) 
238 

_ 64| 8 

253} = 21 
74 8| 
106| 6 
39) 

227| 
59} 

887 
156) 
554 
198 
39| 
15] 
145] 11 
58] 4 


19944) 243 
5676| 39 
472| 6 
354] | 
234) 2 

_ 67 
668 
144i 
1602 
298) 
515 
147] 
714 

= 505 
5833 
870 
1145 
842 
204 

87 | 
1096 i) 
270 | 


17 
6 
80 
15 
66 
16 
1 ! 











33) 





‘7025| 617 


32427| 438] 32865 | 
2187| 149] 


8657| 50| 8707] 
804352| 2016|806368 


525119| 2014|527133 | 61397| 4789| 


82369! 6179) 


which are compiled by Sheriock & Arnoid 


GENERAL MOTORS GROUP 


Chevrolet 


38594 
_ 15039 
58; 1160 
12} 564 
39) 461 
Ti 


3997 
997 


329| 5146 

84 986] — 
9) 58 

1} __10 

6| 46 

1 11 


212| 


25) 


24302 
11398 
957 
515 
310 
137 
643 
229 

~ 1530) — 
679) 
926 
383) 
995 
B39) 
4241| 
629 
1379) 
540 
309 
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1291 
470 
36883 
15519 
629796 
524684 


176 
1352 
358 
2519 
896 

~~ 1279 
462 
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__ an 
1042) 7409 
935 
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396, 2979 

81 913 
29 426 
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184| 1968 
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_3{ —60f 
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= 16 = 
318 
48 
8129 
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31 
282/ 
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22 
182 
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7| 
4 
81 
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52 
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3 
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19 
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To the Ladies 


th Dimension 


The News of Automotive Advertising 


GERRY SCHURMAN 


All is not well in automobile advertising’s appeal to 


women, according to Helen 
crafter, Jan. 14. 


Rowe, writing in The Ad- 


Mechanics, speed, reputation and even price, she says, 


don’t make a very great appeal to women. 


For some 


reason, she points out, automobiles haven’t crashed fem- 
‘inine society columns like new summer homes or Mrs. 
Astor’s horse or roller skating or knitting or a hundred 

om 


other things. She may read that 
Mrs. Smith motored to visit 
friends, but never that she mo- 
tored in her cream Chevrolet or 
pink Packard. 

Briefly, Mrs. Rowe points out 
the following things that haven’t 
been done: 


Automobile advertising has 

not brought women to a keen 
awareness that cars are for trans- 
portation, analyzed their trans- 
portation needs, shown them why 
they require their own personal 
car. 


Automobile advertising has 

not made the housewife feel 
that it is her right and her neces- 
sity to have a car for shopping, 
afternoon calling and for a ride 
in the country after tea. 


Automobile advertising has 
not made the business woman 


feel that her life is incomplete 
without a car for a spin in the 
country away from the office; that 
riding in street cars, buses and 
subways is hard on her disposi- 
tion and expensive depreciation on 
her clothes; that without a car 
she lacks both freedom and pres- 
tige, 
4, Automobile advertising has 
not featured the service facil- 
ities which cars have available. 
(Asks Mrs. Rowe: “If a woman 
won’t buy a stationary, quiet, 
harmless, almost inactive article 
like an electric refrigerator with- 
out assurance that the company 
will continue to take care of it 
after it is in her home, how in 
heaven’s name do you expect to 
sell her an automobile without a 


A GRAHAM SUPERCHARGER stock sedan won the Gilmore- 
Los Angeles-Yosemite Valley economy run with an average of 26.66 
miles per gallon for 352 miles, carrying five passengers and baggage 
totaling 4,160 pounds. H. Clay Moore, driver (left) and Earl B. 
Gilmore sponsor of the event which was held under AAA supervision 


are shown with trophies. 
division. 


The Crusader also won first prize in its 


lot of corresponding assurance ?”) 
Automobile advertising has 
not tied in with woman’s in- 
terest in ghildren. (Examples: 
junior’s afternoon air, the horses 
and cows in the country and 
brakes that saved junior.’’) 


It seems to us that most of 
these have been pretty well cov- 
ered in automobile advertising. 
Maybe not enough, but there 
can’t be much doubt that adver- 
tisers are well on their way to- 
ward roping the women into the 
salesrooms. As far as we can see 
there might be something in her 
third criticism—the play on the 
old vanity—but as it looks to us, 
the biggest hurdle to the two-car 
garage is the cost. We know a 
mighty lot of men who ride buses 
so that the little woman can ride 
in the country and give junior 
some fresh air and show him what 
cows and horses and chickens 
look like. Maybe a campaign to 
convince Mr. Smith that he needs 
a car as much as his wife does 
wouldn’t be out of order. 


Truth Campaign 

The Plymouth division of 
Chrysler went on the air this week 
with the first of a series of radio 
shows to push used car sales. 


The show features “Truth” 
Barlow, debunker extraordinary, 
and popular musical numbers. It 
will be heard three nights a week 
over 81 radio stations by means 
of electrical transcriptions. 


Says Plymouth in its announce- 
ment: “The program is unusual 
in that it is the first radio show 
in which the talent is introduced 
by the master of ceremonies... 
with no attempt at ‘build-up.’” 
Page Diogenes. 


Spent $100,000 


In Advertising Age report, from 
National Advertising Records, the 
following automotive advertisers 
spent $100,000 to $150,000 in mag- 


azines last year: 
1935 
129,486 


1934 
Cord Corp. 171,953 
including 
Auburn 
Duesenberg 
Stinson 
Libbey-Owens-Ford Glass Co.. 102,420 
Noblitt-Sparks Industries .... 102,540 
Sealed Power Corp. 124,692 
Willard Storage Battery Co. .. 118,355 


118,626 
10,860 


146,833 
22,290 
2,830 


122,400 


Personals 

Fred Barrett has joined Lee 
Anderson Advertising Co. as 
space buyer... Charles H. Betts 
has just been named in charge of 
advertising and sales promotion 
at the Cadillac Motor Car Co. 
branch in Chicago. Betts suc- 
ceeds Edwin J. Mott, who has 
been promoted to a post at the 
Detroit factory. 


TIONS 35 STATES FOR DEC. 1935-1934 


Complete cumulative figures will appear each week until all 48 states or completed United States totals for the months have been printed. 
Nebraska, New Hampshire, 
Wisconsin, and District of Columbia. 


NON-AFFiLIATED GROUP 


Arkansas, Delaware, Florida, 


STATES 


Terra- 
plane 


35 | 
7341 
"35 
84 
"35 

"34 — 
"35 

_ 7°84 
35 | 
"341 


25 States for 
December 


Alabama 
Arizona 
Connecticut 


Indiana 


Kentucky ; 


35 | 
341 
35 | 
34 | 
35 | 
341 
35 | 
_ 7341 
35 | 
34 | 
35 | 
341 


Maryland 
Michigan 
New Jersey 
New Mexico 
Washington — 
"35 States for 


December a! 
Total to Date 


34] 39731 


Georgia, 


2139 
701| 
60) 
19/ 
28 


108 
25 
235 
4 |} _——séSO 
35 | 59) 
34 I 1 
86 
17| 
891 
133 
120} 
49 
18 3 


134 
47 
3878 
1071| 
’35 | 51679] 20614| 72293] 16908| 16809) 33717] 5078|15479| 7262 
8994| 14038] 23032] 5371/12609 


Idaho, Illinois, Kansas, Loultsiana, 


Hudson 
Totals 
LaFayette 


475] 687 
1015 278{ 276 
67 9) «15 
25 2 
37 13 12 
5 2} _:10 2| 3 
157 23) 33 
87 21 
303 26) 31 
77 15 8| 
74| 4 10 
14{ 2 
19,21 
14 


; | 
45| 59 
28 


19/ 

183] 12 64 

74] 26 41 

21] 7 2| 
10] 1| 

183] 33 39) 

78| 4 9 


5214] 666) 973 
1557] = 405 886 


2903 


ony 


5 17] 
118] 
23] 

1168 
191 


277 
58 
63 


25) 
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49 

31) 
1336 
486 

















18891| 58622] 


Minnesota, 
Pennsylvania, Rhode Island, South Carolina, South Dakota, Utah, Vermont, 


HUDSON GROUP , NASH GROUP 


1162 


1639] 


Missouri, Montana, 


Virginia, West Virginia, 


96| 340) 
554 149| 229] 
24 3 3 
2 1 ; 
25 1 3 
5 . = 
56 13 34 
43 6 
57] 18 
23] (19 
14 2 
16 
40 2 
20[ 10) 
104 
AT 
761 
67] 
9] 
1] 





14 
29 35 
8 
fae 4} 1 
8| 44 11 50) 
| 3} 2 
160} 589! 296) 2438 
218} 334] 410] 278 
35931 
6349 


‘5 
16 
9 
9| 
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721 
13] 





50 
45 
846 
1686 





791] 








6336 


275,705 | 





CAPTURES ECONOMY TROPHY. C. S. Beesemyer, vice-president 
of the Gilmore Oil Co., is shown presenting Pontiac driver Fred Miller 
with the winning cup of the 3-A class following the Los Angeles to 


Yosemite economy run. 


Carrying two passengers, the 1936 Pontiac 


six sedan averaged 23.9 miles per gallon over the 352 mile course, 


Buick Safety 


Legion 


Endorsed by Leaders 


FLINT.—The police department 
of the City of New York is proud 
of its traffic safety record and 
proud of its safety slogan—‘“Care, 
Courtesy and Common Sense.” 

This was evidenced in a tele- 
gram to Harlow H. Curtice, presi- 
dent of the Buick Motor Co., in 
which Police Commissioner Lewis 
J. Valentine commended Buick’s 
nationwide safety campaign and 
the formation of the “Buick 
Safety Legion.” 

“Greatest possible success to 
Buick’s Safety Legion,” wired 
Commissioner Valentine. 
“Through sincere public co-opera- 
tion, the New York City police 
department has decreased traffic 
fatalities 5.93 per cent, accidents 
20.4 per cent, and injuries result- 
ing from traffic accidents, 20.7 
per cent, during 1935. Wide- 
spread public interest and united 
action in traffic safety must bring 
similar improvement throughout 
the nation.” 

Telegrams commending the 
Buick safety program, now be- 
ing carried on among more than 
2,000,000 Buick owners through- 
out the United States, were re- 
ceived by President Curtice from 
safety leaders and public officials 
in all sections of the country. 

Among those endorsing the 
campaign were Angelo J. Rossi, 
Mayor of San Francisco; F. 
Woodall Johnson, managing di- 
rector Chattanooga Safety Coun- 





States previously shown include 
North Carolina, North Dakota, 


139] 25 88189 
__ 56, 81] 31203 
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cil; W. D. Smith, president Dela- 
ware Safety Council; Marcus Dow, 
Greyhound lines; Charles B. 
Scott, president Chicago Bureau 
of Safety; Albert W. Whitney, 
associate general manager 
Bureau of Casualty and Surety 
Underwriters; Arthur C. Car- 
ruthers, editor Safety Engineer- 
ing; Lewis E. MacBrayne, gen- 
eral manager Massachusetts 
Safety Council; Arthur Williams, 
president American Museum of 
Safety; A. J. R. Curtis, Portland 
Cement Assn.; C. H. Watson, 
president National Safety Council; 
Frederick Archer, chairman Child 
Safety Committee, National Safe- 
ty Council; Robert I. Catlin, Aetna 
Life Insurance Co.; W. H. Cam- 
eron, managing director National 
Safety Council. 

The Buick safety campaign was 
launched by the company Jan. 15. 
A major activity will be the Buick 
Safety Legion, whose members 
are pledged to careful and cour- 
teous driving and observance of 
local traffic rules. 

Members are entitled to dis- 
play on their cars the medallion 
of the Legion. 


Gundeck Made Member of 


Natl. Safety Council Com. 
SOUTH BEND, Ind.— Walter 
S. Gundeck, Studebaker’s direc- 
tor of industrial relations, has 
been named a 
member of the 
safe practices 
committee of 
the National 
Safety Council. 
This committee 
is composed of 
75 industrialists 
who seek to bet- 
ter working con- 
ditions in all a 
branches of 
manufacturing. W. S. Gundeck 
Gundeck has been active in 
this work for several years with 
Studebaker and has also done 
considerable work in promoting 
traffic safety in northern Indiana. 


[As Others See It 


(Continued from Page 6) 


tion of the traffic problem, rather 
than mere police regulation; that 
if only the same ingenuity which 
has built the modern safe, efficient, 
speedy motor car could be applied 
to the task of making traffic safe, 
thousands of lives could be saved. 

By all means continue educational 
traffic safety programs, especially 
among the children who will be the 
drivers in a few years; but let the 
engineers such as Prof. Worley, now 
making a survey of conditions in 
Detroit, solve the problem ultimately. 

We said on one occasion that “the 
automobile industry must not let the 
automobile come to be known as a 
killer.” We repeat now that it must 
not, and we believe yesterday’s an- 
nouncement by Mr. Macauley is 
evidence of the industry’s determin- 
ation that it shall not.—The Detroit 
News. 





Street Regards 
Winter Sales 


Drop as Normal 


By C. J. ALEXANDER 


NEW YORK.—Automotive 
stocks were in the forefront of 
the rally that developed on the 
exchanges in the latter part of 
the week. It is being estimated 
that even after the record-break- 
ing fourth quarter of last year, 
earnings of the industry in the 
first three months of this year 
will show some increase over a 
year ago. Little concern is being 
shown in Wall Street over the 
reported mid-winter slowing up 
in automobile production, ac- 
cepting it as normal after the 
extremely high operations of the 
final months of last year. 


General Motors and Chrysler 
failed to return to their leader- 
ship of the market in volume of 
trading but were much more ac- 
tive than in the early part of the 
week. Several lower priced auto- 
motive shares were among the 
most active _ issues, 
Yellow truck, Packard and E. G. 
Budd. 

Rubber Up 


Automotive Daily News stock 
price averages for Jan. 22 com- 
pared as follows with the pre- 
ceding week and a year ago: 


Last This Year 
Week Week Change Ago 


39.61 0.09 22.55 
0.01 23.15 


41.42 
38.02 0.68 21.99 


” Car-truck co’s.. 41.41 
10 parts-accessories 37.34 
4 Tire-rubbers ... 21.06 21.17 +-0.11 16.56 

The tire and rubber group 
established a new 1935-36 high by 
virtue of gains for the week by 
Goodrich and U. S. Rubber. Good- 
year, preferred, made a new high 
for the year. Among the other 
new highs were Libbey-Owens- 
Ford, Raybestos-Manhattan, Stew- 
art-Warner and Thompson Prod- 
ucts. 


The small gain in the car and 
truck group was due chiefly to 
the fractional advance by Gen- 
eral Motors which more than off- 
set fraction losses by several 
other motors, including Chrysler. 
Bendix, Briggs and Stewart- 
Warner made good gains among 
the parts and accessories. 


Libbey-Owens-Ford Glass Co. 
declared a quarterly dividend of 
50 cents a share on its capital 
stock, placing the stock on a $2 
annual basis, as against quar- 
terly payments of 30 cents made 
in 1935. The new dividend is 
payable Mar. 16 to stockholders 
of record Feb. 28. 


List Holdings 


Additional investment trusts 
announced their Dec. 31, 1935, 
portfolios during the past week, 
showing holdings of automotive 
stocks. Adams Express Co. an- 
nounced changes made during 
the year, showing increases in 
some motors and reductions in 
others. This trust reported that 
it held 3,000 shares of Briggs 
Mfg. at the end of 1935, as against 
8.100 shares at the end of 1934; 
no Chrysler, as against 3,000 
shares a year earlier; no Ex- 
Cell-O Aircraft, comparing with 
10,000 shares at the end of 1934; 
20,000 General Motors, as against 
15,500; 29,000 Mack ‘Trucks, as 
against 31,300; 6,000 Murray Corp., 
comparing with none, and no 
Raybestos-Manhattan, as against 
6,000. 

Standard Investing Corp. re- 
ported that it held 4,000 shares 
of Bendix and 5,000 shares of 
General Motors. 


Tri-Continental Corp. reported 
1,500 shares of Briggs, 3,000 
Briggs & Stratton, 17,000 Chrys- 
ler, 2,000 Ford of Canada, 11,900 
General Motors, 2,500 shares of 
Libbey-Owens-F ord, 2,500 National 
Automotive Fibres A voting trust 
certificates and 2,500 Square D Co. 

Chicago Corp. reported that the 
only change in its automotive 
holdings during the year was the 


motors 





including | 
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Rutiiniotive Shares Lead Market in Buying Rally Rally 


sale of 1,250 shares of Modine 
Mfg. 

The New York Stock Exchange 
this week admitted to the list an 
additional 195,627 shares of no 
par common stock of the Motor 
Products Corp. upon official no- 
tice of issuance of these shares 
as a stock dividend, making the 
total amount authorized to be 
issued 391,254 shares. 


Applies for Listing 

General Motors reported to the 
Exchange that it held in its treas- 
ury 620,107 shares of its own 
common stock, as against 620,106 
shares held at the time of the 
last previous report. Lee Rubber 
& Tire reported treasury hold- 
ings of 43,535 shares of its stock, 
comparing with 45,535 previously. 

It was stated that the Parker 
Rust Proof Co. would apply for 
listing on the Exchange of the 
new common stock to be out- 
standing if the three-for-one split 
of the present shares were ap- 
proved by stockholders at their 
meeting Jan, 30. 





Burlington Places Train 


Order With Budd Mfg. Co. 


PHILADELPHIA. — An order 
for two 10-car light weight stain- 
less steel trains designed for over- 
night operation between Chicago 
and Denver has been placed with 
the Edward G. Budd Mfg. Co. 
by the Chicago, Burlington & 
Quincy Railroad, the Budd com- 
pany announced. 


Construction will begin as soon 
as engineering plans are com- 
pleted. The trains are scheduled 
for delivery in June. 


This order calls for more stain- 
less steel cars than have been 
built all told in the five stream- 
line trains produced by the Budd 
company up to now, Edward G. 
Budd, president said. 


The trains, to be known as the 
Denver Zephyrs, will include sleep- 
ing cars, compartment cars, parlor 
cars, deluxe coaches with reclin- 
ing chairs, lounges, diners and 
observation cars. Except for their 
length, the trains will be similar 
in exterior appearance to the 
streamline Zephyr trains that are 
now in service on the Burlington. 








Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





instances. 





New York, Jan. 24 (3:30 P.M.).—Motor stocks were irregular 
today with the turnover somewhat less than yesterday. 
General Motors was higher, but Chrysler sagged. The ir- 
regularity among the automotive stocks was in line with 
the action of the market as a whole. Parts and accessories 
were generally high with gains limited to fractions in most 








Sparks-Withington Shows 


6-Month $46.219 Profit 

DETROIT.—Report of Sparks- 
Withington Co. and subsidiaries 
for six months ended Dec. 31, 
1935, shows profit of $46,219 after 
ordinary taxes and depreciation, 
but before federal income taxes, 
comparing with net loss of $148,- 
977 in six months ended Dec. 31, 
1934. 

It was stated that sales for the 
six months’ period were 13 per 
cent ahead of the six months 
ended Dec. 31, 1934. Orders for 
its electric refrigerator were dou- 
ble, in dollars, those of a year 
ago. 

Volume of radio business for 
January is expected to exceed 
December, which is contrary to 
seasonal trend. Shipments on the 
company’s new line of automobile 
radios are expected to. start 


|}around Feb. 1. 


Motor Products Same 


Higher Earned Surplus 

DETROIT.—Balance 
Motor Products Corp. as of Sept. 
30, 1935, shows total assets of $6,- 
886,592, comparing with $7,457,- 
805 on Dec. 31, 1934, capital sur- 
plus of $2,564,544 against $3,766,- 
603, and earned surplus of $1,- 
436,147 against $1,010,894. There 
was no funded debt. 

Current assets as of Sept. 30, 
1935, including $1,110,994 cash and 
$2,252,640 U. S. Government and 
other marketable securities, 
amounted to $4,468.524, and cur- 


sheet of | 





rent liabilities were $839,630. This 
compares with cash of $32,788, U. 
S. Government and other market- 
able securities of $2,021,935, cur- 
rent assets of $3,694,955 and cur- 
rent liabilities of $679,039 on Dec. 
31, 1934. Inventories amounted to 
$775,713 against $881,310. 

Capital stock amounts to 195,- 
627 no-par shares. 


Continental Loss 


MUSKEGON, Mich.—The Contin- 
ental Motor Corp., and its subsidi- 
aries reports for the fiscal year 
ended Oct. 31, 1935, a net loss of 
$910,961, after charges and depre- 
ciation. This compares with a net 
loss of $1,977,620 in the preceding 
year. As of Oct. 31, 1935, current 
assets totaled $1,392,013, including 
$128,879 in cash, against current 
liabilities of $750,593. This com- 
pares with current assets of $978,- 
099, with cash of $75,581, and cur- 
rent liabilities of $637,051 on Oct. 
31, 1934. 


General Tire Loss 
AKRON.—General Tire & Rubber 


| Co. and subsidiaries, report for the 


fiscal year ended Nov. 30, 1935, a 
net loss of $115,756, after taxes, 
depreciation, interest, etc. 

This compares with a net profit 
of $679,199, equal after 6 per cent 
preferred dividends, to $5.79 a share 
par in the preceding year. 


Dayton Rubber 

CHICAGO.—Dayton Rubber Mfg. 
Co. reports for fiscal year ended 
Oct. 31, 1935, net income of $49,565 
after taxes, interest, depreciation, 
etc., equal to $1.06 a share on 46,518 
shares of Class A stock outstanding. 
This compares with a net loss of 
$80,819 in preceding fiscal year. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JANUARY 24, 1936 
(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Allis Chalmers Mfg 
American C. & F 
American Chain 
Auburn Auto 
Bendix Aviation 
Bethlehem Steel 


Borg-Warner 

Briggs Mfg. 

Budd Mfg. Co., E. G 
Budd Wheel Co 
Chicago Yellow Cab (1) 
Chrysler 

Clark Equipment 
Cleveland Graphite Bronze 
Collins & Aikman 
Commercial Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A ... 
du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R 
Gabriel Co. 

General Electric (80c) 
General Motors 
Glidden 

Goodrich, B. F 
Goodyear T. & R 
Graham-Paige 

Hayes Body Corp 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 
International Harvester 
Johns-Manville 
Kelsey-Hayes W. 


Last Sale 
Jan. 24 Jan. 17 
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34 
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45/4 
247% 
69 
17% 
21% 
192 
21 
8%, 
31 
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16% 
87%, 
17% 
20% 
11 
1014 
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164 
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109g 
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144, 
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22% 
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52 
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12% 
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434 
4895 
47% 
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145 
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5% 
24 
705/4 
31% 
452 
44 

4% 


35 
231% 
7% 
124% 
174 
21% 
16 


Last Sale 


NEW YORK Jan. 24 Jan. 17 


Ludlum Steel 
Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 


Packard 

Raybestos Manhattan 
Reo Motor 

Republic Steel Corp 
Socony Vacuum 
Sparks-Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 


Thompson Products 
Timken.Detroit Axle 
Timken Roller Bearing 
U. S. 


Industrial Alcohol 


Westinghouse E. & M 
White Motors 
Yellow Truck 
Young Spring & Wire 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 


DETROIT 


Bower Roller Bearing 
Ex-Cell-O Aircraft & Tool 


Hercules Motor Reports 


Best Business Since 1929 


CLEVELAND.—Hercules Motor 
Co., although its operations ta- 
pered off somewhat in the final 
quarter of the year, should issue 
a good earnings report for that 
period. Earnings are not so much 
dependent upon the rate of opera- 
tion as on the type of product it 
is producing. Some parts of its 
line are more profitable than 
others. 


Hercules’ 1935 report probably 
will not be issued for some time, 
but indications are the company 
has experienced the best year 
since 1929. Net profit for 1935 
should be in the neighborhood of 
$500,000 after all charges, equal to 
around $1.60 a share on 310,100 
shares of no-par capital stock. 
This would double dividends dur- 
ing the year, since company paid 
15 cents for two quarters, then in- 
creased disbursement to 25 cents 
for the last two periods. This would 
compare with net profit of $214,- 
506, or 69 cents a common share in 
1934. The company’s only loss 
during the depression was $129,- 
814 deficit in 1932. 


Operations in the final quarter 
were about 80 per cent of capacity, 
but during January there has been 
a sharp pick-up and the com- 
pany is again near capacity, with 
employment between 1,400 and 
1,500 men. 


Libbey-Owens-Ford Co. 


Has $2 Annual Dividend 


TOLEDO. — Libbey-Owen-Ford 
Glass Co. has placed its common 
stock on a $2 annual dividend 
basis by declaring a quarterly 
payment of 50 cents a share, pay- 
able Mar. 16 to stock of record 
Feb. 28. Quarterly dividends of 
30 cents a share were paid 
throughout 1935. 


Net profits for the year ended 
Dec. 31, 1935, were $8,167,420 after 
all charges, including deprecia- 
tion and federal taxes, or $3.26 a 
share on the 2,504,253 common 
shares outstanding. This com- 
pares with net income in 1934 of 
$3,161,832, or $1.24 a share on the 
2,549,865 shares then outstanding. 


Officials made no forecasts for 
1936 in the safety glass field, 
which comprises the bulk of its 
business, but the compulsory 
safety glass laws which went 
into effect in 12 additional states 
Jan, 1 are expected to benefit the 
company. 


L. A. Young Doubles 


Net Profits During 1935 


DETROIT.—Net profit of L. A. 
Young Spring & Wire Corp. for 
year ended Dec. 31, 1935, is ex- 
pected to amount to approxi- 
mately $4.35 a share on 408,658 
shares of capital stock outstand- 
ing at the year-end. This will 
compare with $811,483 or $2.08 a 
share on 389,198 shares in hands 
of the public in 1934. 


For the fourth quarter of 1935 
net profit was somewhat in ex- 
cess of $1.40 a share as com- 
pared with an indicated net profit 
of $92,927 or 23 cents a share on 
the smaller capitalization in the 
fourth quarter of 1934. Large 
gain is accounted for by advance- 
ment of the new automobile work 
by two months, which made the 
last three months of 1935 one of 
the company’s busiest periods. 


For the first nine months of 
1935 Young had a net profit of 
$1,202,836, equal to $3.09 a share 
on 389,198 shares outstanding at 
close of that period or, based on 
shares outstanding on Dec. 31, 
1935, to $2.94 a share on the 408,- 
658 shares. In first nine months 
of 1934 net profit was $718,556, 
or $1.84 a share on 389,198 shares. 


Increase in shares in 1935 came 
about from a 5 per cent stock 
dividend which was paid from 
treasury stock. 
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eneral Motors Announces Complete Truck Line 
'Models Said to to Combine 


Low Prices, Completeness 


(Continued from Page 1) 


rated a number of added refine- | 
ments. Three new engines with | 
many important features for| 
truck service are introduced with 
this line. T-18 and T-18H have | 
the “239”; T-23 and T-23H have | 
the “257”; and T-33 and T-33H | 
| have the “286” engines. The 
| “331” and “400” series engines re- | 
| main unchanged. Both the T- 61 | 
and T-61H which have the “400” 
engine may be fitted with the 
standard “450” at extra cost. 


The “H” series models listed | 
this year indicate companion | 
models having the same chassis 
features but using the rear end | 
assembly—axle, springs, etc., of 
the next larger model, thus in- 
creasing its load-carrying ca- 
pacity. 

All models in the line, except 
the T-14, T-16, and T-16H, now 
have set back front axles, thus 
offering standard SAE _ loading | 
spaces within relatively shorter 
wheelbase lengths. Dual per- 
formance rear axles are available 
at extra cost on models T-16 to 


T-46 inclusive providing increased 


low range and 
in the 


power in the 
faster running speeds 
high range positions. 


Improved Brakes 


Improved brakes are a feature 
of all models. Hydraulic brakes 
are found on the lighter jobs, T-14 | 
to T-18H inclusive; hydraulic | 
brakes with vacuum power on 
T-23 to T-46 inclusive; and air 
brakes on the T-61 and T-61H. 

Governors are standard equip- 
ment on all models from T-18 on. 
The new Leibing velocity gover- 
nor has been adopted for models 
T-18 to T-33H inclusive while the 
Handy governor is continued on 


| new power plants. 





T-46, T-61, and T-61H. 

A new _ rubber-encased pro- 
peller shaft center bearing is 
now a regular feature of every 
model in the line above the T-14. 
The heart of this unit is a perma- | 
nently greased and sealed self-| 
aligning ball bearing mounted in | 
a rubber ring. The rubber 
mounting prevents the telegraph- 
ing of axle and _ transmission | 
noises and at the same time is 
said to produce a trouble-free 
job which does not require lubri- 
cation or inspection during the 
life of the vehicle. 

Another vital feature common 
to the light and medium duty 
models is the rear axle flange 
stud construction in which all 
the studs transmitting torque are | 
fitted with tapered dowels. This | 
is said to produce a permanent | 
non-loosening connection and 
consequently is expected to as- 
sure trouble-free service at this 
point. 

Wide Color Range 

One of the most attractive ap- 
pearance features of the entire 
line is the availability of an un- 
usual variety of color options at 
no extra cost, quite comparable 
to common passenger car prac- 
tice. Thus the truck buyer can 
select from a group of 12 colors 





for his color scheme on any 
model without extra cost or de- 
lay. In addition there is a special 
choice of seven de luxe color 
combinations on any model 
which specifies any of the de luxe 


options. This, too, is at no extra 
cost to the buyer. 


The following is a brief resume 
of engine specifications as well 
as the special features of the 
The “213” is 
L-head type, six-cylinder, 35/16 
|}in. bore by 4% 
cu. in. displacement. 
84 h.p. actual at 3,500 r.p.m. and 


produces a maximum torque of | 


152 Ib. ft. at 1,200-2,500 r.p.m. 
The “239” engine 


by 4% in. stroke, 238.9 cu. in dis- 
placement, rated 81 h.p. actual at 
3,000 r.p.m. governed speed. Maxi- 
mum torque 170 Ib. ft. at 1,000- 


| 2,000 r.p.m. 


Many Features 
The “257” engine is valve-in- 
head, six-cylinder, 37/16 in. bore 
by 4% in. stroke, 257.5 cu. in. 


displacement, rated 87.5 h.p. ac-| 
r.p.m. governed | 


tual at 2,800 
speed. Maximum torque 190 Ib. 
ft. at 800-1,600 r.p.m. 

The “286” engine is valve-in- 
head, six-cylinder, 35% in. bore by 
4% in. stroke, 286.4 cu. in. dis- 
placement, rated 90 h.p. actual 
at 2,600 r.p.m. governed speed. 
Maximum torque 205 Ib. ft. at 
1,000-1,800 r.p.m. 


The “239,” “257,” and “286” en- 
gines are new models and all 
have the following features in 
common— 


Full pressure lubrication with 
rifle-drilled connecting rods. 

Oil filter, oil bath, air cleaner of 
self-washing type. 

Heavy crankshafts with integ- 
rally-forged counterweights and 
external torsional balancer. 


Heat-treated aluminum pistons 
with floating wrist pin, alloy ex- 
haust valve seats. 

Automatic heat control for in- 
take manifold with control valve 
which deflects exhaust gases 
around the intake during warm- 
ing-up. 

Packless water pump with a 
spring-controlled carbon ring re- 
placing the usual packing and 
adjusting nut. 


Air cooled, 100 watt generator. 


Retail Parcel Delivery 


Has Become Specialized | 


WASHINGTON.—Specialization 
has entered the retail delivery 
field. The attention of many re- 
tailers is now being focused upon 
the use of outside delivery com- 
panies to take care of their parcel 
deliveries, due to the current need 
for operating economies in the 
retail store. This need has be- 
come acute during the period of 
decline in retail volume, accord- 
ing to the Department of Com- 
merce. 


Of the retail stores hiring this 
outside delivery service, co-opera- 
tives service 3 per cent of them 
and handle 12 per cent of the 
parcels; consolidated companies 
service 57 per cent of them and 
handle 78 per cent of the parcels; 
and local express companies serv- 
ice 40 per cent of them and 
handle 10 per cent of the parcels. 





GMC MODEL T-18, showing new cab and 


streamline front end. 


is valve-in- | 
head, six-cylinder, 35/16 in. bore | 


in. stroke, 213.3 | 
It is rated | 


into the low price field. 


CHICAGO. —., Protests against 
the “practice of exclusive dealer 
agreements, generally known as 
lease and agency agreements” in 
the petroleum industry are con- 
tained in a letter just sent to 
President Roosevelt by W. F. 
Wilkerson, president of the Motor 
and Equipment Wholesalers Assn. 

Automotive jobbers have been 
supplied with a copy of Wilker- 
son’s letter, together with a com- 
munication from B. W. Ruark, 
the MEWA general manager, urg- 
ing them to petition members of 
Congress for an investigation of 
the alleged practices. A list of 
United States senators and rep- 
resentatives is appended to Ru- 
ark’s letter. Included also is a 
copy of the resolution passed by 
the association at its annual meet- 
ing, wherein the following charges 
are made against the lease and 
agency agreements: 

“In our opinion, this practice 
has resulted in monopoly in de- 
fiance of public interest; 

“Members of the Motor and 
Equipment Wholesalers Assn. are 
convinced that these exclusive 
dealer agreements are contrary 
to the spirit, if not the letter, of 
the anti-trust laws; 

“We deplore apparent collusion 
between monopolized channels of 
distribution resulting in ultimate 
great detriment to the public and 
the independent dealer; 

“Recommending that ‘measures 
must be taken to eliminate these 
practices,’ the resolution advo- 
cates ‘absolute segregation of pro- 
duction and marketing in the 
petroleum industry as _ applied 


U. S. Carrier Act Praised 





At Conn. Truckers Meet | 


HARTFORD, Conn.—Louis A. 
John, New Haven truck operator, 
was elected president of the Motor 
Truck Assn. of Connecticut, Inc., 
at the recent annual meeting here. 
He succeeds John W. Connelly, 
Hartford. Edward G. Mooney, 


Hartford Dispatch & Warehouse | 


Co., Hartford, was chosen vice- 


president, and Herbert A. Sillence, | 


H. A. Sillence Co., Hartford, was 
re-elected treasurer.- 

Members of the board of di- 
rectors are William A. Perrett, 
Manchester; Harold C. Davis and 
Everett J. Arbour, Hartford: 
Bryant C. Edgerton, Joseph 
Kramer and Chris Rickard, 
Bridgeport: Moses A. Savin. New 
London; Peter N. Laskas, James 
I. Doyle, M. J. Darcey and Morris 
J. Bisnovich, Waterbury, and R. 
E. Tomlinson, New Haven. 

Park M. Smith, assistant direc- 
tor, Motor Carrier Bureau, Inter- 
state Commerce Commission, told 
the Connecticut truck men that 
the newly-enacted Federal Motor 
Carrier Act will prove a means 
of uplifting and stabilizing high- 
way transportation throughout 
the country. Other speakers were 


| Myles W. Illingworth, M. T. A. of | 
|C. executive secretary, and H. P. 


Sioussant of Washington, D. C., 
field representative of the Ameri- 
can Trucking Assn. More than 
150 truck owners attended the 
meeting. 











NEW ADDITION to the General Motors Truck Co. line. It is a 
half-ton light delivery unit and marks the entry of the company 


MEWA Petroleum Protest 


Carried to Pres. Roosevelt 


both to petroleum and allied prod- 
ucts to eliminate or prevent 
monopoly.” 

Co-operation of MEWA mem- 
bers is offered in connection with 
the proposed congressional in- 
vestigation. 


Wilkerson’s letter to the Presi- 
dent states: 


“The Motor and Equipment 
Wholesalers Assn. consists of sub- 
stantial independent business in- 
stitutions in the automotive sup- 
ply business throughout the 
United States. They employ 
thousands of workers, upon whom 
other thousands directly or indi- 
rectly depend for support. 


“Their distribution services are 
the basis for employment of other 
thousands in the independent 
automotive manufacturing indus- 
tries. In short, the members of 
this association and other inde- 
pendent automotive wholesalers 
are a valuable asset to our coun- 
try’s economic structure. 

“That structure, in our opinion, 
is being subjected to ruthlessly 
unfair methods of competition on 
the part of certain large interests 
as set forth in the resolution.” 


Rodgers Calls er 


Obstacle to Commerce 


LOUISVILLE, K y.— Members 
of the Motor Truck Club of Ken- 
tucky last Saturday heard Ted V. 
Rodgers, president of the Amer- 
ican Trucking Assns., Inc., con- 
demn Kentucky’s commercial ve- 
hicle laws as “obstacles to the 
free flow of interstate commerce,” 
and L. J. Benton, president of 
the Motor Truck Club, promise 
that relief from the laws attacked 
will be sought of the General 
Assembly. 


Describing Kentucky as “the 
key state between the east and 
west and north and _= south,” 
Rodgers asserted the state is “no- 
torious because of its low load 
limits and anti-reciprocity laws.” 
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San Antonio Plans 
Equipment Show 


For Feb. 13-16 


SAN ANTONIO. 
Antonio Automotive Wholesalers, 
Inc., will sponsor a automotive 
parts and equipment show at the 
Municipal Auditorium here Feb. 
13-16, inclusive. C. L. Garner, 
chairman of the organization’s 
show committee, issued the fol- 
lowing statement today: 

“Local parts and equipment 
wholesalers have been working 
for weeks to make this event 
serve the purpose for which it is 
intended, namely, to _ attract 
thousands of members of the 
automotive trades to San Antonio 
as a logical wholesale center. In- 
vitations have been extended to 
parts wholesalers in Texas, Okla- 
homa, Louisiana and Arkansas, 
and indications point to a heavy 
attendance. 

“Displays of parts, equipment 
and accessories from manufac- 
turers in all parts of the United 
States, which were featured at a 
national parts show held in Atlan- 
tic City recently, will be shipped 
to San Antonio for this show. We 
expect it to be the largest and 
most elaborate show of its kind 
ever staged in the South.” 


The San 


Oil Company is Cited 
For Misrepresentation 


WASHINGTON.—Misrepresen- 
tation in advertising K-W Motor 
Graphite is alleged in a complaint 
issued by the Federal Trade 
Commission this week against 
K-W Graphite Corp., Kansas 
City, Mo., engaged in the com- 
pounding of a lubricating oil con- 
taining a mixture of colloidal 
graphite, which it sells and dis- 
tributes in interstate commerce. 

The respondent company, the 
complaint charges, advertises 
that use of its product increases 
motor life and efficiency 40 per 
cent; reduces friction as much as 
25 to 40 per cent; reduces con- 
sumption of gasoline 8 to 12 per 
cent, and that only one oil change 
in 3,000 miles is necessary when 
K-W Motor Graphite is used. 


These claims are untrue, the 
complaint alleges, and tend to de- 
ceive purchasers as well as to 
divert trade to the respondent 
from competitors who truthfully 
represent their products. 

On or before Feb. 14, the re- 
spondent must show cause why 
an order to cease and desist from 
the practices complained of should 
not be issued. 


Would Restrict Use 


COLUMBIA, S. C.—Senator W. 
H. Lightsey has introduced a bill in 
the upper house to allow the use of 
four-wheel trailers on the state 
highways, with a provision restrict- 
ing their use to the transportation 
of perishable fruits and vegetables. 


SOMETHING LIKE A SILVER STREAK in truck design em- 
bellishes the new front end of the General Motors Truck Co. offerings 
for 1936. This view was snapped at a showing of the new line held at 
the Essex House in New York this week. 
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“Go somewhere” this year with 
Studebaker—the car that’s smart 
to sell as well as smart to buy. 






Write or wire me at once for 
details of our dealer-built fran- 
chise and our “exclusive” territory 


policy. rm 
th ~- 
PRESIDENT 
THE STUDEBAKER CORPORATION 
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RETAIL DELIVERIES OF a 
STUDEBAKER-BUILT PAS- | « 
SENGER CARS AND TRUCKS | ‘ 


di 
FOR EACH DECEMBER SINCE t 
1925 WERE AS FOLLOWS: i 
1935 . . 5207 n 
1934 . . 2408 n 
1933 . . 3318 &- 
1932 . . 1601 E 
1931 . . 2551 
1930 . . 2724 : Do 
1929. . 3331 8 
1928 . . 4656 | in 
1927 . . 4312 jst 
1926. . 4294 - 
1925 . . 5195 : 


Dealers purchased 7752 cars and 
trucks in December and their 
stocks are still seasonably low. 





